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N. J. Buyers Must 
Tell Whether It's 
Replacement Or Not 


New Regulation, Effective 
Dec. 1, Also Sets Tougher 
Definition Of Replacement 


TRENTON—Commissioner Howell of 
New Jersey has promulgated a revised 
version of the ten- 
tative replacement 
regulation on 
which he held a 
hearing Aug. 10. 
It will become ef- 
fective Dec. 1. 
The regulation 
adds an important 
requirement not 
contained in the 
draft version: Ev- 
ery life company 
licensed in the 
state “shall have 
in its files over the signature of the 
applicant, in connection with all ap- 
plications for life insurance policies, a 
statement as to whether or not such 
policies are to be a replacement of 
an existing policy or policies.” 


Will Have To Lie 


This means that if a policyholder 
plans to replace and doesn’t want to 
admit it, he will be guilty of an explicit 
lie. In New York, for example, where 
there is a requirement that the appli- 
cant state on the application if the pol- 
icy is to replace an old one, the usual 
practice is to leave the question blank. 
In New Jersey, the applicant will have 
to state specifically that the new policy 
is not to replace an old one. Obviously, 
this requirement is being put on the 
companies and the applicants in the 
hope that an applicant will be less will- 
ing to tell an outright lie than to pas- 
(CONTINUED ON PAGE 16) 





Charles R. Howell 





Survey Shows Inflation Isn’t 
Scaring People Off Insurance 


The decline in the dollar’s purchas- 
ing power is having little effect on 
people’s attitudes toward life insur- 
ance—in fact, those who invest in 
equities are likely to be substantial 
owners of life insurance. 

This is one of the major conclusions 
drawn from the second volume of the 
“Life Insurance in Focus” series, based 
on a national consumer survey con- 
ducted by LIAMA and Life Under- 
‘writer Training Council. The report is 
concerned with the extent to which 
people utilize the major non-life-in- 
surance forms of investing and saving, 





Life Institute Names 
William Paynter V-P, 
Effective Early Nov. 


William K. Paynter, director of ad- 
vertising and public relations of Con- 
necticut General, 
has been named 
vice-president of 
Institute of Life 
Insurance, a post 
he will assume 
sometime in early 
November. 

Mr. Paynter 
joined Connecticut 
General in 1949 to 
direct its publicity 
operation. He be- 
came head of the 
company’s adver- 
tising and public relations unit in 1956. 
Before joining Connecticut General, he 
had been a reporter and editorial 
writer for the Hartford Courant and 
prior to that was a reporter for the 
Coatesville (Pa.) Record. 

He is chairman of the advisory com- 
mittee of Insurance Information Of- 
fice of Connecticut and is a member 
of the public relations research com- 
mittee and the advertising analysis 
committee of Life Advertisers Assn. 


William K. Paynter 











Richard D. Kernan, treasurer of Equitable Society, right, watches as guards 
load securities into armored truck during Equitable’s move of $51 billion 
worth of stocks and bonds to its new 42-story home office building in New 
York. Picture was taken in front of old home office. Story on page 8. 





as well as the effect of gradual infla- 
tion on such use. 

The 4,000 household heads in the 
survey were asked how they believe a 
family should adjust its insurance pur- 
chases in a period of rising cost of liv- 
ing. The largest group, 44%, said the 
amount of life insurance should be in- 
creased; 40% said the cost of living 
would not affect the amount pur- 
chased; and 12% said that less life in- 
surance should be purchased. (The re- 
maining 4% did not answer the ques- 
tion.) 


Tops Savings, Investments 


+ At all income levels a larger propor- 
tion of household heads hold life insur- 
ance than hold other forms of savings 
or investment. At income levels below 
$8,000, ownership of stocks and mutual 
funds is almost non-existent. Among 
those with incomes of $15,000 or more a 
year, approximately two-thirds re- 
ported owning individually purchased 
stock and three in 10 reported owning 
mutual funds. 

People who own stock or mutual 
fund shares say they bought because 
of the high return on their money, not 
to provide security or to protect the 
family. Relatively few said they had 

(CONTINUED ON PAGE 26) 


Tax Court Decision 
Called Helpful To 
Financed Insurance 


A recent tax court decision, while 
not specifically involving financed life 
insurance or annuities, is regarded as 
a favorable indication by Assn. for 
Advanced Life Underwriting. In a 
bulletin to members, AALU says: 

The tax court has recently rendered 
a very encouraging decision in Clif- 
ford F. Hood, 20 TCM 1140 (1961). 
The taxpayer during a period of six 
months in 1956 and 1957, borrowed 
from a bank more than three million 
dollars to purchase U.S. government 
bonds, the interest rates on which did 
not exceed 2%%. The interest rates 
on the funds borrowed were in no in- 
stance less than 44%. The taxpayer, 
who signed a personal note on which 
he was fully obligated to the bank for 
the amount of the loan, redeemed the 
notes at maturity. He then remitted 
the face amount of the redeemed notes 
to the bank. 

The tax court held that the inter- 
est payments that were incurred in fi- 
nancing the note purchases constituted 
valid deductions for federal income 
tax purposes. It deemed the issue so 
devoid of controversy that its opinion 
merely cites the Stanton case, (see 
our Bulletin No. 60-11S) for the pro- 
position that the interest payments 
were deductible. Discussion of the is- 
sue was not undertaken in the opinion 
except with respect to a_ collateral 
matter, the importance of which is 

(CONTINUED ON PAGE 12) 





McNamara Is Ill; 
Name Schneider For 
NALU Secretary 


Amended Report Filed; 
Three More Nominees 
For Trustee Post Named 


NALU Trustee Frank G. McNamara, 
Old Line Life, Waukesha, Wis., suf- 
fered a stroke last Thursday and of 
necessity has withdrawn as a nominee 
for the office of secretary of National 
Assn. of Life Underwriters. In his place 
the nominating committee has chosen 
John Z. Schneider, Connecticut Gen- 
eral Life manager, Baltimore, as its 
selection for the post. Mr. Schneider 
is completing the first year of his 
second term as a trustee. 

Mr. McNamara was stricken while 
at Merrill Hills Country Club at Wau- 
kesha and was rushed to Memorial 
Hospital there. His physicians have 
ordered complete rest and quiet. He 
had hoped to recover sufficiently to 
attend the NALU convention briefly 
to announce his withdrawal and thank 
all who had endorsed him, but, accord- 
ing to doctors, this will be impossible. 

Following a request to the nominat- 
ing committee that his name to be 
withdrawn from both Mr. McNamara’s 
sponsoring committee and Wisconsin 
Assn. of Life Underwriters—one of the 
endorsing associations—the nominating 
committee was officially advised by 
President William E. North, New York 
Life, Evanston, Ill., that an amended 
report was in order. 

In the amended report, it was point- 
ed out that if Mr. Schneider were 
elected secretary it would create a 
trustee vacancy. Consequently, the 
nominating committee has_ selected 
three nominees for the office of trus- 
tee for one year. This is in addition 
to the six previously nominated. They 
are Mrs. Thelma R. Davenport, North- 
western Mutual, Washington, D. C.; 
Miss Mary C. McKeon, Prudential man- 
ager, Montclair, N. J., and Earle L. 
Patten, New England Life manager, 
Fresno. 


14% Group Life Rate Cut 
For General American 


A substantial over-all reduction in 
group life premium rates has been 
announced by General American Life. 
The reduction applies to group term 
life for employes and to the term por- 
tion of group life with paid up units. 
The new rates are based on the 1960 
Commissioners Standard Group Mor- 
tality Table, the first to be based on 
group life experience. With adoption of 
group life premium regulations in 
Michigan Sept. 1, General American’s 
new rates are applicable in all states 
in which the company operates. 

The amount of reduction varies by 
size of case and average premium per 
employe, with the largest reduction 
occurring in the larger cases. The new 
General American Life rates will 
average 14% lower by amount of pre- 
mium than the old rates. 
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Mass. Mutual Relates, Clarifies 
Its Rules On Replacing Policies 


Massachusetts Mutual has reiterated 
its firm stand against the indiscrimin- 
ate replacement of 
existing policies in 
a letter just distri- 
buted to the com- 
pany’s field force. 
The letter contains 
a restatement and 
further  clarifica- 
tion of the com- 
pany’s practices 
with respect to re- 
placements. 

Writing to all 
general agents and 
agents, President 
L. J. Kalmbach said, “As a result of 
many years of effort, the prestige of 
the institution of life insurance, life 
insurance companies, and the life in- 
surance sales force is at an all-time 
high; but widespread replacements 
can only harm the reputation of our 


Pick Panel To Quiz 
CLU College Hour 
Speaker At Denver 


A three-man question panel has 
been selected to quiz the speaker at 
the American College hour Sept. 27 
during the National Assn. of Life Un- 
derwriters annual convention in Den- 
ver. They will ask him questions that 
they feel the convention audience 
would be most interested in getting 
answered. 

The speaker will be Gaylord A. 
Freeman, president of the First Na- 
tional Bank of Chicago, who will speak 
on “Money: Present and Future.” 

Panelists will be Carr R. Purser, 
Penn Mutual, New York City, chairman 
of General Agents & Managers Confer- 
ence; Lester A. Rosen, Union Central 
Life, Memphis, chairman-elect of the 
Million Dollar Round Table, and R. Ed- 
win Wood, Phoenix Mutual Life, San 
Francisco, trustee of NALU. 

Besides being a bank president, Mr. 
Freeman is a member of the Commis- 
sion on Money & Credit of the Commit- 
tee for Economic Development. He has 
also served the federal government as 
vice-chairman of the Chicago area 
price adjustment section of the cen- 
tral procurement district of the army 
air force and as consultant to the Sec- 
retary of the Treasury. 


L. J. Kalmbach 





Denver Agency Heads To Be 
GAMC Hosts At NALU Meet 


Ten Denver agency heads will be 
hosts to General Agents & Managers 
Conference of NALU on Sept. 27 dur- 
ing NALU’s annual convention at Den- 
ver. 

The local committee will be headed 
by John H. Lowe, Union Central Life. 
Mr. Lowe is president of Denver Gen- 
eral Agents & Managers Assn. 

Others on the committee are Rich- 
ard C. Bergan, Jefferson Standard 
Life, association vice-president; Rob- 
ert N. Samuels, New England Life, 
secretary-treasurer, and E. Dee Gray, 
Fidelity Mutual Life, immediate past 
president. 

Directors on the committee are Earl 
E. Clark, Penn Mutual Life; Donald J. 
Draxler, Bankers Life of Nebraska; 
Garth K. Nielson, United American 
Life; Bernard S. Rosen, State Mutual 
Life; H. Preston Smith, Mutual Bene- 
fit Life. and Jack H. Warner, Metro- 
politan Life. 





business, life insurance companies, and 
the field forces. Because of the ser- 
iousness and the increasing magnitude 
of the problem, it is important for 
each member of the field force to have 
a clear understanding of the com- 
pany’s position and practices.” 

The letter stated that: “In most in- 
stances, a replacement is not to the 
advantage of the policyholder, because 
of the increased premiums for a new 
policy issued at a higher age, duplica- 
tion of acquisition costs, loss of privi- 
leges and options under old policies, 
which in some instances are not avail- 
able in the new contracts, and the in- 
troduction of new suicide and incon- 
testability clauses. We will not sanc- 

(CONTINUED ON PAGE 31) 


Pitcher Given Nod By 
GAMC Nominating Unit 


The committee on nominations of 
General Agents & Managers Confer- 
ence of NALU has 
nominated Robert 
B. Pitcher, general 
agent of John Han- 
cock at Boston, for 
the post of nation- 
al chairman. The 
election will take 
place during the 
annual convention 
of NALU in Den- 
ver, Sept. 24-29. 

Chairman of the 
committee is Leon- 
ard T. Smith, Pru- 
dential, Cranston, R. I. 

Other nominees named by the com- 
mittee were C. Carney Smith, Mutual 
Benefit Life, Washington, D. C., for 
vice-chairman; L. Kent Babcock, 
Aetna Life, Philadelphia, for secretary, 
and Dale A. Simpkins, New York Life, 
Milwaukee, for treasurer. 

Hastings Smith, New England Life, 
Indianapolis, was nominated for a one- 
year term as a director, filling the va- 
cancy created by the nomination of 
Mr. Simpkins. Mr. Smith is completing 
a three-year term as a director. 

Others nominated for three-year 
terms as directors were Emanuel M. 
Belkin, Prudential, Miami; Dan A. 
Kaufman, Northwestern Mutual, 
Evanston, Ill.; Himes M. Silin, Lincoln 
National Life, Erie, Pa., and Robert L. 
Woods, Massachusetts Mutual, Los 
Angeles. 








Robert B. Pitcher 


James E. Keen, Adrian, Mich., was 
top producer among agents of Ameri- 
can Hospital Medical Benefit during 
August. 


Detossez Is Deputy 
Of N. Y. Department 
As Brooks Retires 


Raymond M. Defossez has joined the 
New York department as deputy su- 
perintendent. He succeeds Walter F. 
Brooks who is retiring. 

Fairfield W. Hoban has been ad- 
vanced from assistant counsel to asso- 
ciate counsel of the department’s wel- 
fare fund bureau. Natale C. Tedone 
succeeds Mr. Hoban. Harold M. Leeds 
has joined the department as insur- 
ance research consultant. 

Mr. Defossez has been counsel in 
New York with Continental Casualty. 
Before joining that company in 1956 as 
attorney, he practiced law in New 
York. 


Began As Examiner 


Mr. Brooks was with the department 
for 22 years. He began as an examin- 
er, became assistant deputy superin- 
tendent in 1949 and acting deputy su- 
perintendent shortly thereafter. He 
held the administrative designation of 
deputy superintendent since 1950 and 
in 1959 was transferred from a civil 
service to an appointive capacity with 
that title. He has been in charge of the 
Albany office. 

Mr. Hoban was special assistant 
sounsel to the department before his 
assignment to the welfare fund bu- 
reau. Mr. Tedone and Mr. Leeds join 
the department from private practice. 


September 6, 


Company Reception; 
Dinners To Highlight 
NALU Annual Meeti 


A record number of life compan; 
will sponsor dinners and/or receptig 
at Denver to honor their field m 
participating in the NALU’s ann 
convention, Sept. 24-29. Most of the 
fairs will take place Thursday ey 
ning. 

More than a hundred high-rankj 
company officers—including may 
company presidents—-will also at 
these traditional dinners and rege 
tions. 

The company affairs and their | 
cation include Aetna Life, Denve 
Club; American General group, Alban 
Hotel, Game Room; Bankers Life y 
Iowa, Cosmopolitan Hotel, Broadway 
‘Arms; Bankers Life of Nebraska, Alby. 
ny Hotel, Cedar Room; Busines 
Men’s Assurance, Denver Hilton Hotel, 
Assembly I; Capitol Life, Denver Ath. 
letic Club, Men’s Dining Room, an 
Commonwealth Life, Albany Hote, 
Spruce Room. 

Also, Connecticut General, Denye 
Club, Ladies Dining Room; Connecticy 
Mutual Life, Petroleum Club, Me 
Grill; Continental Assurance, Denver 
Hilton Hotel, Colorado Room; Equitable 
of Iowa, Diplomat Motor Hotel, Sumnit 
Room; Equitable Society, Denver Hilto 
Hotel, Court Place; Fidelity Mutual 

(CONTINUED ON PAGE 27) 


















Replacements Are ‘Greatest Threat’ To 
Agents, Hamor Tells Pyramid Club 


Replacement is currently the great- 
est threat to life agents, Robert B. Ha- 
mor, vice-president and director of 
agencies Continental Assurance, told 
that company’s Pyramid Club meeting 
in Chicago. Some people profess to 
believe replacement is more talk than 
fact, but Mr. Hamor said the experi- 
ence of home office people in all com- 
panies supports those who believe the 
business is in trouble. In the case of 
Continental, there has been a “great 
and disturbing increase” in the num- 
ber of inquiries from other companies 
on specific replacement _ suspicions, 
and Continental, in turn, has traced ma- 
jor terminations directly to replacers. 


Also On TV Show 


Mr. Hamor discussed this subject 
not only before the agents association, 
but a week later was on the NBC-TV 
show, “Invest in America,” and was 
interviewed on the subject of replace- 
ment under the title “Should You Re- 
place Your Present Life Insurance?” 
The show is conducted by Sam Saran 





A $1,000 check, 
the highest award 
ever presented 
through the sug- 
gestion system at 
John Hancock, is 
here presented to 
Alice Welch of the 
actuarial depart- 
ment by Byron K. 
Elliott, president. 
Looking on is J. 
Edwin Matz, vice- 
president, actuari- 
al department. 

Miss Welch’s 
suggestion, soon to 
be adopted by her 








department, will introduce a newly designed IBM card for machine reproduc- 
tion and calculation of data necessary for the processing of certain claims. She 
intends to use the money to make a trip to Ireland in October. 


and is a weekly Saturday feature of 
Chicago TV. 

Telling the Continental agents that 
the evils of indiscriminate widespread 
replacement are too well-known to 
take time to elaborate upon them, Mr. 
Hamor said one fact only need le 
stressed—that most replacements are 
damaging to the insured. “Only this 
aspect of the problem needs consider- 
tion,” he said. “That it also hurts the 
agents and the company is a secondary 
matter.” 


Greater Than Ever 


Replacements from outside the life 
insurance industry are greater today 
than ever before, Mr. Hamor added. 
“There is no doubt that we face a vir- 
tual army of professional replacers 
consisting of people not basically life 
insurance agents,” he said. “In a way 
this is to be expected, since in a free 
enterprise system we cannot quarrel 
with the right of competitors to vie 
against us for the public’s dollar. 
Heretofore, the insurance industry has 
always been able to combat these at- 
tacks from the outside. They have 
done temporary damage, but they 
have run their course and we have 
bounced back. The insured public has 
not always made out as well. Many 
people are induced to surrender sound 
insurance for a variety of schemes 
which lead to their ultimate regret. 


Are Not Blameless 


“We of the life insurance companies 
are not blameless, and the replace 
ment problem arising from people out- 
side our industry exists only because 
we provide the facilities for such s0- 
called outsiders. There are more that 
1,400 companies in operation and addi- 
tional new starts every day. This 
means some will always be attempting 
to expand by any means available to 
them. We—the industry—plead guilty 

(CONTINUED ON PAGE 31) 
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al, Denver Mr. Francis J. O’Brien, Vice President Dayton, Ohio 
onnectieyt The Franklin Life Insurance Company July 24, 1961 
lub, Men's Springfield, Illinois 
“E — Dear O’B: 
> &quitable ° 
el, Sumnit Having now spent approximately four and a half years with the Franklin Life, 
ver Hilton I feel compelled to make you aware of what I call the “record.” 
y Mutual In my six and a half years with another life insurance company, my volume 
ea: of business averaged $500,000 per year; my premium volume average was 
] approximately $15,000 per year. The “records” show that I have produced for 
Oo the Franklin Life in excess of $1,000,000 annually; and during the last two 
years, I have been a member of the NALU Million Dollar Round Table. My 
| premium volume has averaged $31,000 annually since joining the Franklin. 
feature of Becoming associated with the Franklin Life was the most important decision 
in connection with my business life that I have ever made. There are many 
gents that reasons for the tremendous increase in my production. Briefly, some of these 
videspread are Home Office spirit, the background and quality of the company, and 
— to cooperation of the Home Office from president to clerk. 

—" We have the same plans available that all the other life insurance compa- 
nents ae nies offer, plus the outstanding “Franklin Specials” which only we offer. I 
‘Only this feel that the Franklin Life is the most alert, up-to-date, progressive large life 
considers insurance company in the industry. 
hurts the I am looking forward to even better results through my Franklin association 
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Jerry I. Matusoff 
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Reeder Describes 
Progress In Writing 
Impaired Risks 


Significant and sometimes even 
startling progress has been made in 
the insuring of impaired risks, Dr. 
Clifton L. Reeder, vice-president and 
medical director Continental Assur- 
ance, told that company’s Pyramid 
Club at its meeting in Chicago. He 
spoke in terms of dollar amounts need- 
ed to purchase life insurance. 

Continental Assurance published 
small underwriting manuals in 1946, 
1948 and 1950. The first appraisal 
chart was published in 1955, and the 
current one came out in 1960. Dr. 
Reeder quoted rates on some common 
impairments to determine the rate 
differentials from 1946 to 1961, a span 
of only 15 years. 

An applicant age 45 with a kidney 
removed the year before because of an 
injury, buying ordinary, non-parti- 
cipating in 1946 would pay $48.26 for 
$1,000. In 1955 the cost was $35.82, and 
currently this applicant is standard. 


A 45-year old diabetic, a preferred 
case with thorough treatment after 
having been diagnosed the year before, 
in 1946 would have been rejected be- 
cause no cases were accepted until 
they had been treated for two years. 
In 1955 he would buy his insurance 
for $38.06 and in 1960, he would pay 
$34.55. The same situation at age 65 
was a Straight reject in 1946, a $98.24 
rate in 1955, and a $79.59 rate in 1959. 


Blood Pressure Always Problem 


High blood pressure is always a 
problem, Dr. Reeder said. A risk age 
55 with a blood pressure of 154/98 in 
1946 paid $76.96, in 1955 the cost was 
$59.40, and by 1961 it was down to 
$53.71. 

Tremendous changes have taken 
place in the method of appraising 
heart murmurs, he said. In 1946 and 
1950 a functional murmur could be 
standard if applicant was age 40 or 
younger. Chest X-rays to determine 
heart size and contour were seldom 
requested. The most common type of 
organic murmer, a Systolic murmur 
for a 55-year old applicant in 1946 
produced a rate of $76.96. In 1955 it 
was $65.20, but if a current chest 
X-ray showed a normal sized heart 
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loday’s market for State Mutual’s sound group pen- 


sion plans is a large one. 
this is their flexibility. 


One important reason for 


Flexible group pension planning is just one part of 
State Mutual’s unique Planned Business service. This 
is the modern “‘full product’’ approach to the sale of 
insurance to businesses — one designed to bring a 
favorable response in even the most complex cases. 


State Mutual’s group representatives — in 24 offices 
across the country — are specialists in their field. For 
expert assistance on group pension planning — or on 
Planned Business — see the State Mutual group repre- 
sentative in your area. Or write us here in Worcester, 


Massachusetts. 


State Mutual’s new booklet, shown here, gives briefly 
the reasons for and advantages of a Group Pension 
Plan. For a copy, contact your nearest State Mutual 


Agency or Group Office. 
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the rate was $59.40. By 1961 the rate 
before X-ray was 59.51 and if normal 
under X-ray, $53.71. 


Set Up In 1948 


Continental Assurance was the first 
company to insure applicants with 
known histories of heart attacks. The 
program was set up on an experi- 
mental basis in 1948. Dr. Reeder said 
an applicant age 55 who had a coron- 
ary five years before but otherwise 
checked in O.K. in 1946 was rejected. 
In 1950 he was limited to $10,000 and 
paid a rate of $150.08. By 1955 he was 
allowed $20,000 and paid $111.64, and 
currently the company issue limits 
apply and the rate is $86.17. 

Many other impairments could be 
cited, Dr. Reeder said, but the answers 
are about the same. There has been a 
definite progression in appraising life 
insurance applicants and it continues 
today on the experimental underwrit- 
ing of strokes, angina pectoris, abnor- 
mal electrocardiograms and unusual 
combinations of impairments. 


NW Mutual Names Five To 
Policyholder Examining Group 

Five Northwestern Mutual Life pol- 
icyholders have been elected to the 
1961-62 examining committee of pol- 
icyholders which conducts an indepen- 
dent annual review of the insurer’s 
operations. They are James R. Brown, 
president West Bend Co., West Bend, 
Wis.; Albert L. Butler Jr., president 
Arista Mills, Winston-Salem, N.C.; 
Charles J. Conover, rancher and far- 
mer, Satanta, Kan.; William C. Fenni- 
man, president Connecticut Bank & 
Trust Co., Hartford, and Herman E. 
Johnson, president and general mana- 
ger ‘Western Printing & Lithograph- 
ing Co., Racine, Wis. 

The committee makes a thorough in- 
vestigation of management policies 
and practices. It employs its own audi- 
tors and reports its findings and sug- 
gestions to the policyholders and the 
board of trustees. This committee is 
unique among the life insurance com- 
panies. 
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Health Institute 
Spotlights 20-Year 
Rise In A&S Cover 


In the space of 20 years, the n 
of people covered by health ins 
has gone from one out of every 
persons in the United States to 
present figure of three out of e 
four persons, according to Health 
surance Institute. 

Back in 1940, 9% of the ciyjjj 
population was covered by some f 
of health insurance, the institute 9; 
while at the beginning of 1961, 
73% were covered. Midway be 
the two dates, 1950, some 51% of 
population had health insurance, 

Only 12 million Americans w 
covered with hospital expense insy 
ance 20 years ago. Since then 
has been an 11-fold increase and 
132 million persons had hospital gy. 
erage at year-end 1960. In 1950, nearly 
77 million were insured. 

The same type of growth has be, 
shown by surgical expense Coverage 
and by regular medical expense jp. 
surance, the institute said. 

In 1940, 5 million Americans ha 
surgical expense coverage, but in th 
following 20 years there was a 3. 
fold increase. At the end of 1960 mor 
than 121 million people had surgic 
coverage, the institute said. In 195 
some 54 million persons were covera 
with surgical insurance. 

Regular medical expense insurany 
covered only 3 million Americans i 
1940. However, there was a 29-fold in. 
crease in this coverage in 20 years 
that more than 8 million people wer 
so covered last year. Less than 22 mil. 
lion had the coverage in 1950. 

As to the breadth of health insurance 
coverage, the institute noted that 92% 
of those with health insurance have 
both hospital and surgical expense in- 
surance and 66% have hospital, suri- 
cal and regular medical expense in- 
surance. 
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SEVENTEEN YEARS NINE YEARS 
Finck Dorman, CLU Earl L. Ballentine 
Nate Kaufman John N. Botti, CLU 
Richard A. Mitchell 
SIXTEEN YEARS William H. Plymate 
James E. Fusco Vinton C. Reed 
Ernest Herzog i ; 
Edgar T. Russell Seen agers 


EIGHT YEARS 
FIFTEEN YEARS Guy E. Fairfield 
Francis H. Davis 


William Art Long 
David R. Johnson 


William G. McClelland 
TWELVE YEARS SEVEN YEARS 
Eugene K. Druart, CLU James B. Lee, CLU 
Russell Farmer 


Joe B. Rowekamp 
Charles B. Ingram, Jr. Michael J. Shanley 
Alvin R. Meyer 


SIX YEARS 
ELEVEN YEARS Harry O. Dean, Jr. 
Curtis L. McClelland 


Marvin E. Race, CLU 
Ken P. Sheppard, CLU Robert J. Schwab 
TEN YEARS 


FIVE YEARS 
. Maurice A. Kennedy Marion S. Henry 
Arthur M. Klinefelter Peter J. Scaftidi 
Doyal E. Plunkitt J. Ronald Scharer, CLU 
E. Lowell Rife 


Lloyd H. Sellers 





WALTER H. HUEHL, President 


Iudianapolis hife 
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\ Mutural Company «be 


We proudly salute our 


ARNOLD BERG, CLU, Vice-President and Director of Agencies 





Opportunities in Colo., Conn., Fla., III, Ind., !a., Ky., Mich., Minn., Mo., Neb., N.D., Ohio, Pa., S.D.,Tenn.,Tex., W.Va., Wis. Kam 


Award Winners 


FOUR YEARS Eugene J. Mincks, CLU 
Alden A. Ameden William R. Neis 
Edward J. Biering John S. Simms, dr. 
Harold D. Howenstine Howard E. Wallin 
Glen J. Macaux Jack W. Watson 
Gordon R. Meisner Raymond Wick 

Lloyd G. Mitten, CLU 

Hayden R. Parker ) sa by , = 
Jack Peckinpaugh == william F. Church 
Lewis H. VandeBunte Robert Clouse 


THREE YEARS Edward F. Daly, Ill 
Louis O. Carr, CLU ——- Robert G. Fearrin 
Richard F. Carey Gordon W. Frederick 
Albert L. Hodgson Harry P. Gross 
Clint S. Nielsen Walter Ray Hart 
Thomas F. O'Haver Jack G. Justice 
Donald A. Remington John J. Lee, dr. 


David M. Lippitt 
TWO YEARS John J. Meyers 
Gene R. Bennett John W. Paige, CLU 
Carroll D. Bryant James R. Perkins 
Norman D. Edwards Hoyt E. Phillips 
Frank L. Gulcynski Archie L. Roberts, dr. 
Clarence J. Hynes, dr. 


F. Carl Snyder 
Charles E. Keaton, Jr. Frank W. Whaley, CLU 
Noel Manning 


George Wilcox 
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LIFE INSURANCE EDITION 





there’s a 


better 


way 
fo protect 

your 
client’s 
income 





Steady income is a man’s most valuable economic asset and needs 
protection. Over the years, this income could amount to quite a 
sum—if it continues without interruption. But a serious accident 
or illness could change all that . . . a fact that no man can ignore. 


You can't ignore this most important client need, either. You'll dis- 
cover that Provident Mutual’s Income Protection policies are quite 
flexible and offer liberal benefits. All are non-cancellable and 
guaranteed renewable to age 65—and participating. In addition, a 
wide range of elimination and maximum benefit periods makes it 
possible for your client to design his own plan. 


Our competitive net costs make this portfolio of up-to-date coverages 
even more attractive. Provident Mutual’s new Income Protection 
policies won't lie down on the job! You'll do well to investigate. 


MDAbMAAAAAAA 













































4 
HIS FIRST DAY AT SCHOOL .= 


A TIME THAT MAKES YOU STOP AND THINK... 


Will we be able to send him to college ? 


With a growing | family, are we free to 


accept new opportunities ? 


Could my wife pay off the mortgage, 
of [ were not here ? 


Will my family always be able to count on me? 


Will my wife and I be independent 


in our later years ? 


How unique advantages of life insurance help answer 
these questions... bringing peace of mind at the stroke of a pen 


BY GUARANTEEING FUNDS FOR COLLEGE. 


By figuring in advance the cost of send- 
ing their children to college, parents can 
make sure—through their life insurance 
—that college expenses can be met. 


BY ENABLING YOU TO ACCEPT NEW OPPOR- 
TUNITIES WITH CONFIDENCE. You know, in 
advance, exactly how much money will 
be available in your life insurance at any 
given time. Secure in this knowledge, 
you feel free to accept the risks of a new 
opportunity more readily. 


3 





BY SAFEGUARDING THE HOME. 


With life insurance, a man can safe- 
guard the home his family loves by own- 
ing a policy which takes care of any 
unpaid mortgage. 


BY GUARANTEEING FAMILY PROTECTION. 


With life insurance, a family is protected 
right from the start. For life insurance 
guarantees, at the stroke of a pen, an 
amount of money far greater than most 
couples could save in many years. 


BY PROVIDING A STEADY RETIREMENT 
oe come. A couple can- get more p 
from their later years when thei 
insurance provides a steady incomeg 
anteed to last for both their lifetim 


The wise family head estimates his famil 
needs, then plans his life insurance accordingl} 
family circumstances change, many couples. 
their program with their life insurance agent t¢ 
In this way, they get the most from their lifetm 

















Institute of Life Insurance , 
488 MADISON AVENUE, NEW YORK 22, we 
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WHEN SOMEONE’S COUNTING ON YOU... YOU CAN COUNT ON LIFE INSURANCE 
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ull-page advertisements 
like this, appearing in 
high-circulation Sunday 
supplements, plus a 
older-le mer-hanlex-iidammlamer-liny 
newspapers this Fall, 
will give 52 million 
people the answers to 
questions they ask 
about life insurance. 


Designed to make millions of families 
“stop and think” 





This new campaign from 

the Institute of Life Insurance 
raises the questions an agent’s clients 
may raise—then shows how these 
questions can be answered by 














| unique advantages 


of life insurance 


Starting October 8, the Institute 
of Life Insurance begins a brand- 
new advertising campaign—re- 
minding families in all 50 states 
of 5 unique advantages of life 
insurance in a dramatically dif- 
ferent way. 


This campaign will appear both 
in high-circulation Sunday supple- 
ments and in daily newspapers. In 
the supplements, full-page adver- 
tisements will dramatize moments 
in a family’s life when they stop 
... think... then ask themselves 
questions. 


Each message in the new series 
starts with a specific “unique ad- 
vantage”—relating to family pro- 
tection, a secure home, funds for 
college, a guaranteed fund for 


emergencies or a carefree retire- 
ment. But each advertisement cov- 
ers not just 1 or 2, but 5 major 
advantages of life insurance. 


At the end of each message is 
a paragraph explaining the vital 
role of the life insurance agent in 
any planned program—and stress- 
ing how a family’s program 
should be reviewed regularly 
with him. 

All life insurance people can 
identify themselves with this pro- 
gram by using the tie-in material 
provided by the Institute. Mail 
enclosures, reprints, brochures, 
posters and other material are 
available free or at cost through 
your home office or association 
channels. Or write: 


Institute of Life Insurance 


488 Madison Avenue, New York 22, N. Y. 





HteNATIONAL UNDERWRITER 


Entering Our Second 
Half-Century of Service 


With a continuous record of growth through service to policy- 
holders and agents during our first fifty years, Illinois Mutual Life 
and Casualty Company looks forward confidently to a second 
half-century of progress and success. 

Illinois Mutual has a complete portfolio of quality Life, Dis- 
ability, Income, Hospital and Major Medical insurance issued on 


both individual and group basis. 


Join a growing, progressive 
industry leader providing 
security for its policy- 
holders and financially 
rewarding careers for its 
agents. Ask about Illinois 
Mutual's two new non- 
cancetlable and guaranteed 
renewable disability policies 
with life-insurance-like 

high first year commissions 
yet with liberal A & S-like 
renewal commissions. 
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Protecting your future 
is our tradition 











ILLINOIS MUTUAL 
Life and Casually “Company 





HOME OPFICE, PEORIA, ILLINOIS * E. A. McCORD, PRESIDENT 


Congratulations to the 
General Agents and Managers Conference 
for the leadership it is 
providing for the agency forces 
in the life insurance industry. 


THE 


|} NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 





New Revenue Ruling 
Called Invaluable 


For Benefit Plans 


Revenue ruling 61-157 is invaluable 
in helping agents avoid pitfalls and de- 
veloping sophisticated methods in qual- 
ifying employe benefit plans, accord- 
ing to a bulletin just issued by Assn. 
for Advanced Life Underwriting. Here 
is the AALU bulletin: 


Internal Revenue Service has re- 
cently issued Rev. Rul. 61-157, which 
constitutes a “compilation of guides 
applicable to the qualification of pen- 
sion, annuity, profit-sharing, and stock 
bonus plans under section 401(a) of 
the internal revenue code of 1954.” 
Thus, the Revenue Service has set 
forth in one place all the major ad- 
ministrative rules that are pertinent 
to the qualification of employe bene- 
fit plans. Please note that the ruling 
does not profess to set forth rules with 
respect to the operation of such plans. 

Since the area of employe benefit 
life insurance sales possibilities, the 

(CONTINUED ON PAGE 25) 
‘ 
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$53 Billion Stocks 
And Bonds Involved 
In Equitable Move 


During the quiet morning hours of, 
recent Sunday, Equitable Soe 
moved $5 billion worth of stocks and 
bonds from its old home office 
New York’s Seventh Avenue to 
new 42-story structure on the Av 
of Americas, a distance of more 
a mile through what on week 
would be people-packed, car-j 
streets. The move was carried 
between 8 a.m. and 1 p.m. and, 
to numerous precautions, was 
pleted uneventfully. 4 

Five armored trucks of United States 
Trucking Corp. carried the securities, 
making 55 round trips between the 
two building. Aboard each truck were 
six men—the driver and two armed 
guards from U.S. Trucking and repre. 
sentatives of Equitable’s treasurer’s 
and controller’s departments and the 
accounting firm of Haskins & Sells, 


Police Cooperation 


The New York Police Department 
took special precautions in connection 
with the move. A sergeant and five 
uniformed patrolmen were stationed 
in front of the old Seventh Avenue 
building and were augmented by an 
undisclosed number of plainclothes- 
men and Equitable guards. Another 
detachment was stationed outside the 
new building. 

Police barricades prevented parking 
of cars in the immediate vicinity of 
both buildings. Only persons with a 
special pass were allowed through the 
police lines. ‘ 

The armored trucks were loaded at 
the Seventh Avenue main entrance to 
the old building, facing north on the 
one-way street by special permission. 
They then traveled east on 32nd Street 
and north on Avenue of the Americas 
to 51st Street and unloaded at the lst 
Street entrance to the new structure. 

All securities had been prepacked by 
Equitable employes. The filled cartons 
weighed between 65 and 100 pounds 
each and were tied with metal straps. 
Most loads consisted of 12 to 14 car- 


tons. 
In addition to all the other pre- 
cautions, the securities were fully 


insured against loss during the move. 

On the trip to the new building, 
each truck was preceded along the 
route by a police radio patrol car and 
followed by a detectives’ car. 

The $5% billion in securities in- 
volved that portion of Equitable assets 
stored in the home office vaults. The 
securities moved ranged from $100 
bearer bonds to a $69 million industrial 
note. They included bonds issued by 
state and local governments, some 
foreign countries and bonds in many 
leading U.S. corporations, as well as 
preferred and common stocks. 

The securities will be kept in one of 
the world’s best protected steel-lined 
vaults. Located 38 feet below street 
level, the electrically-welded vault 
weighs 155 tons and is surrounded by 
28-inch-thick concrete walls, floor and 
ceiling that are reinforced with verti- 
cal and horizontal steel rods. In:add- 
tion, electric protection devices are 
built into the vault. . a 

The massive steel door guarding’ the 
1,310-square-foot vault chamber # 
34% inches thick, seven inches high, 
three and one-half feet wide and 
weighs 25 tons. A 12-ton, round emef- 
gency vault door is 34% inches thick 
and three feet in diameter. The 
was manufactured by Diebold Inc., of 
Canton, O. 
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LIFE INSURANCE EDITION 


Pru Conflict-Of-Interest Rules 
Given For Value As Trail-Blazer 


Because of the rising concern about 
conflict-of-interest situations, the set 
of rules recently 
promulgated by 
Prudential to cov- 
er such cases are 
given in full be- 
low, with the 
thought that they 
should prove use- 
ful at least as a 
point of departure, 
to other companies 
that are seeking to 
improve their pro- 
cedures for con- 
trolling the con- 
flict-of-interest problem. The rules are 
based on the results of a questionnaire 
circulated some months ago among 
higher salaried officers and employes. 


Lovis R. Menagh 


I am sure every officer and employe 
of the Prudential is aware of the need 
to avoid personal situations which 
might be construed as conflicts of in- 
terest—that is, any personal interest 
outside the company which could make 
it personally advantageous for him to 
place his own interest above his obli- 
gation to the Prudential. Such a con- 
flict can exist whether or not the em- 
ploye actually does anything wrong— 
opportunity and temptation are enough. 
No officer or employe should ever 
place himself in such a position. 


Avoidance Is Essential 


Avoidance of such situations is es- 
sential in any organization: this is 
why, during recent months, many large 
corporations in the country have taken 
specific action, usually through their 
boards, to implement conflict of in- 
terest policies. 

I have the greatest confidence in the 
lbyalty and integrity of Prudential peo- 
ple many of whom I have worked 
with down through the years. They 
would not knowingly create the sort 
of situation we must guard against. 
But it is only reasonable that they 
should be given a clear understanding 
of what must be avoided. Therefore, 
for the guidance of officers and em- 
ployes, the board of directors has de- 
tided that Prudential’s policy and 
tules regarding coriflicts of interest 
and business ethics should be put into 
clear and detailed form. Accordingly, 
m May 9, 1961, the board adopted a 
tew bylaw dealing with this subject. 
This bylaw reads as follows: 

“No director, officer or employe of 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 


Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 





You may telephone orders collect. 








the company shall have any position 
with or a substantial interest in any 
other business enterprise operated for 
a profit, the existence of which would 
conflict or might reasonably be sup- 
posed to conflict with the proper per- 
formance of his company duties or re- 
sponsibilities, or which might tend to 
affect his independence of judgment 


with respect to transactions between 
the company and such other business 
enterprise, without full and complete 
disclosure thereof to the board of di- 
rectors. 

“Each director, officer or employe 
who has such a conflicting or possibly 
conflicting interest with respect to 
transaction which he knows is under 
consideration by the board or any of 
its committees, is required to make 
timely disclosure thereof so that it may 
be part of the directors’ consideration 
of the transaction. The board of direc- 
tors, who may act through an appro- 


priate committee, shall adopt such 
regulations and procedures as _ shall 
from time to time appear to them suf- 
ficient to secure compliance with the 
above policy.” 


Resolution Also Adopted 


At the same meeting the board of 
directors adopted the following resolu- 
tion: 

“Resolved, that no officer or em- 
ploye of the company in a position 
having a salary maximum of $35,000 
a year or more, or $16,000 or more if a 

(CONTINUED ON PAGE 28) 
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Victory Square 
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MINNESOTA MUTUAL LIFE 


Renew 
Your Faith! 


During recent years the Life Insurance Industry has com- 
placently stood by while policyowners and prospects were 
being persuaded to “‘rent’’ their Life Insurance, buy Level or 
Decreasing Term, or even drop that which they already own. 


It seemed to us at Minnesota Mutual Life that it was time 
to renew faith in our product by setting forth once more all 
the real values that make an Insurance Contract ‘‘good prop- 
erty for all, the only property for most, the best property 
for many.” 


We compiled an impressive list of such values—into a con- 
venient folder entitled ‘‘50 Features of Your Life Insurance 
Contract.” It is a constant reminder to our Field Force, and 
a strong sales tool as well. 


Now, to help you to again carry the Life Insurance Banner 
high, we make this folder available to any life insurance man, 
regardless of company affiliation, for his personal use. 


Use the coupon below to request one or 
any number of copies. We ask only that 
you reimburse us for printing and 
mailing as stated in the coupon. 










Please send me 





copies of ‘‘50 Features of Your Life 
Insurance Contract.’’ | am enclosing 10c per copy to cover cost of 


printing and mailing. 


NAME 





ADDRESS 





CITY_. STATE. 
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FteNATIONAL UNDERWRITER 


How Insurance Helpéd Widow Over 
Money Hurdles Told In Post Story 


A story of the difficulties of a 
young widow, putting dramatically 
into relief the importance of adequate 
life insurance protection, appears in 
the Sept. 16 issue of the Saturday 
Evening Post. The article, “Now I 
Walk Alone,” is certain to attract wide 
public attention, since it has been 
chosen to run in the first issue using 


the Post’s radically redesigned format. 

The widow is Mary Coit, a 35-year- 
old Massachusetts mother of six, 
whose husband died from Hodgkin’s 
disease last October. 

One of the few bright spots in this 
story of bewilderment, pain and isola- 
tion is the husband’s insurance pro- 
tection. Mr. Coit had $45,600 in a 


group policy at Raytheon, a $25,000 
individual policy, and Blue Cross- 
Blue Shield and major medical cov- 
erage. 


Notes Prevalence Of Widows 


In an editorial footnote to the article, 
readers are told that one out of every 
eight women in the United States over 
the age of 14 is a widow and approxi- 
mately half a million of them are 
young mothers. 

“Death always comes as an intruder, 
but especially for the increasing num- 
ber of American women who live com- 


4 





The Chartered Life 


his clients. 


John Hancock is proud to acknowledge the work of the American College of 
Life Underwriters in furthering professional standards in life insurance. Our 
John Hancock men are steadily encouraged to work toward the C. L. U. designation 





as a vital step in their careers. 





MUTUAL LIFE 
BOSTON, MASSACHUSETTS 


Underwriter’s key opens wide a life 
insurance man’s future. His C.L.U. studies give depth and scope to his knowledge 
of life insurance. They equip him to provide even more effective service to 
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fortably in pleasant neighborhoods 
whose husbands earn substantial jp. 
comes,” the footnote states. “About 
them is an aura of youth and health 
Only on occasion does the staggerj 
burden of debt their families carp 
seem to worry them. They confidently 
expect another pay raise. For widows 
there will be no raise.” 

The Post points out that the atmo. 
sphere of affluence can quickly chang 
after the death of the breadwinner. 

“Most young widows are totally yp. 
prepared to pay the enormous expen. 
ses of a terminal illness,” the Post cop. 
tinues. “When death comes they ar 
hit with funeral costs, taxes, extr 
baby-sitting fees, travel expenses 
Overnight the widow realizes she dog 
not own her house; she owns a mort. 
gage. She does not own a car; she 
owns an installment loan. Monthly 
bills continue to flood in, but monthly 
income has stopped. Most often the 
best job she can get is routine, low- 
pay office work.” 

Mrs. Coit relates how she lived with 
no awareness of the possibility of wig- 
owhood, in spite of the fact that there 
were eight widows living in her neigh- 
borhood. One day, three years before 
his death, her husband Charley 
showed a doctor something that felt 
like a “misplaced lump.” It was Hodg- 
kin’s disease, nearly always fatal at 
that time. 

“We had hope,” Mrs. Coit reports, 
“but it was a realistically bleak hope.” 


Learns Household Management 


The Coits used their last few years 
together setting their house in order. 
Mr. Coit taught his wife how to be- 
come business manager of the family, 
a job that had been his department— 
filing income tax returns, having the 
car serviced, making out budgets and 
handling valuable papers. 

The medical bills came to $7,000, 
mostly paid by Mr. Coit’s major medi- 
cal plan. After a series of radiation 
treatments, the Coits were able to 
leave their affairs and take a six-day 
vacation in the Virgin Islands. They 
returned there the following year and 
also made a trip to Florida. 

Mrs. Coit tells how her whole fami- 
ly was told the truth about her hus- 
band’s condition. In spite of the pain 
this gave the children, the oldest of 
whom was 15, Mrs. Coit does not regret 
this decision. The truth gave everyone 
time to prepare for the death of the 
father. 

Although widowhood was an un- 
pleasant new life for Mrs. Coit, the 
family was in good financial condition. 
Mr. Coit did not believe in debt, his 
wife reports. In addition to his insur- 
ance he kept a cash reserve. His fellow 
employes passed the hat to help out 
with the education of the children. 

“Still we are not anywhere near as 
well off as we would be if Charley had 
lived,” Mrs. Coit says. “I have been 
amazed at how much capital it takes 
to make up for a regular paycheck. 
When money only goes out and is not 
replaced by regular income, it can 
drain away in a hurry.” 

Mrs. Coit and her lawyer worked 
out a plan giving her $804 a month 
for the first year, using insurance and 
social security. Starting next year 
for nine years she will receive $554 a 
month and slightly less in the ensuing 
two years. At the end of that time, her 
youngest children, Rick and Bobbie, 
who are twins, will be 18. She will 
then be paid about $200 a month for 
the rest of her life. She confesses that 
she used to complain about insurance 
premium payments. 

Although the article is not expressly 

(CONTINUED ON PAGE 18) 
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|| MAJOR 
NATIONAL RESERVE LIFE FEATURE! 


Highly enjoyable and extremely popular are National Reserve 
Life’s carefully planned conventions—and remember, they are fully 
paid for both man and wife. Combining both social activities of 
popular character and beneficial seminar sessions, our conventions 
also feature helpful talks by nationally-known authorities in their 
fields. 






























Enduring As Rushmore 


EXCELLENT TERRITORIES AVAILABLE! 


Write us today if you are ready for General Agent opportunity 
: and let us give you complete information regarding territories 
a currently available. All correspondence held in confidence. 


H. O. CHAPMAN 
President 


S. H. WITMER 
Chairman of the Board 


COMPANy 
ee ., 






LIFE 


ge : cE 
RESERVE INSURAN 






Topeka ¢ Sioux Falls 


XUM 





12 


Tax Court Decision 
Is Called Helpful To 


Financed Insurance 
(CONTINUED FROM PAGE 1) 
restricted to bonds with interest cou- 

pons attached. 

The court thus gave full recognition 
to the fact, that, if there is bona fide 
recourse borrowing from a third party, 
such as a bank, interest is fully deduc- 
tible irrespective of any possible arbi- 
trage advantages that may be gained 
through the difference in interest rates 


HieNATIONAL UNDERWRITER 


as discounted by the tax rate. In fact, 
the tax court did not even bother to 
mention or cite the Supreme Court 
opinion in Knetsch. (Bulletin + 61-20) 

With each opinion issuing from the 
tax court and other courts, the distinc- 
tion between third party, recourse 
borrowing and borrowing without re- 
course from the party who issues the 
contract of investment (e.g. the insur- 
ance company) becomes more appar- 
ent. The tax court has, in the past, 
cited and followed Knetsch in non-re- 
course borrowing situations which it 
considered to have constituted sham 


transactions (see the De Woskin and 
Bennett decisions in the tax court 
cited in our Bulletin No. 60-37). It is 
not that Knetsch is being ignored; it 
is simply being distinguished. 

Bona fide debt appears to be the 
key to a successful allowance of the 
interest deduction in the financed an- 
nuity and bond situation. It will also 
help substantiate financed insurance 
situations. Furthermore, with respect 
to the latter, the business purpose in- 
volved in the issuance of insurance is, 
as we have said in the past, another 
supporting factor in interest deduction. 




















“Our Partnership 
Philosophy builds 
agencies...and men!” 


says Max W. Hittle, C.L.U. and Manager of Agencies 
for American United Life Insurance Company 


American United Life has a planned program for agency 
performance and growth that makes A*U-L man- 
agers and agents stand tall in income and prestige. 

Called ‘‘Agencies in Action,” it has contributed great- 
ly to the remarkable gains in new business that have 
lifted A-U-L into the top 3% of the nation’s life in- 


surance companies. 


The plan is thoroughly tested and proved. An organ- 
ized program for agency building, it provides new ideas, 
effective tools, and shirt-sleeve home office help for the 
recruiting, training, and development of successful ca- 
reer life underwriters. It maps the way, step-by-step, to 
profitable agency expansion. 

Men with management ability find new opportunities 
for growth with American United Life and its co-opera- 
tive partnership philosophy. 









A:U-L 
HE company witH A*UeL is a good company to buy from 
ALL MEN and sell for. Policyholders now earn 4% 


interest on dividends, premium deposits, 
and policy proceeds left with the com- 


pany. 


ALL THINKERS 
ALL PLANNERS 
ALL DOERS 
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AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE « INDIANAPOLIS 6, INDIANA 


ALL ORDINARY LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - BUSINESS 
LIFE INSURANCE - KEY MAN - PARTNERSHIP - ANNUITIES - UNIQUE JUVENILE - GROUP 
LIFE - GROUP CREDIT INSURANCE - GROUP MORTGAGE INSURANCE - GROUP RETIREMENT 
- PENSION TRUSTS - NON-CANCELABLE DISABILITY INCOME - GUARANTEED RENEWABLE 
MAJOR MEDICAL - GUARANTEED RENEWABLE HOSPITAL & SURGICAL - SPECIALISTS 
IN SUBSTANDARD UNDERWRITING & REINSURANCE. 
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Data Processing Seminar 
At N.Y.U. Is Designed For 
Non-Specialist Executives 


A 12-session seminar on principles 
and applications of electronic data pro. 
cessing for the non-data processing 
senior executive will be conducted by 
New York University through the 
management institute of the univer. 
sity’s division of general education, 
The sessions will take place op 
Wednesdays, 6:15-8:00 p.m., begin. 
ning Sept. 27, at a midtown New York 
location to be determined later. 

Lecturer for the seminar will be 
Robert V. Lewis, manager of admin. 
istrative systems and services of Gen. 
eral Foods Corp. and a lecturer for the 
division of education. Among the topics 
that will be discussed are stored pro. 
gram concepts, computer equipment 
criteria, systems analyses and evalua- 
tion, conducting a management analy. 
sis of a feasibility and systems study 
programing techniques, systems opera- 
tion and maintenance, the selection 
of hardware, return on_ investment 
analyses, new areas for computer ap- 
plications, expanded computer usage 
and managerial and_ organizational 
considerations. 

Fee for the seminar is $100—$95 plus 
a registration fee of $5. Applications 
may be obtained from Mail Registra- 
tion Office, Division of General Edu- 
cation, New York University, 3 Wash- 
— Square North, New York 3 


Connecticut Mutual Agent 
Sets Company Sales Record 


B. L. Hollis, agent for Connecticut 
Mutual at Crawfordville, Ga., has qua. 
lified for the com- 
pany’s Four Club 
for the 300th con- 
secutive month. 
This means that he 
has sold at least 
four cases each 
month for the last 
25 years, and in 
doing so has set a 
new record for 
Connecticut Mu- 
tual agents. He has 
five times as many 
policyholders in his 
files as there are citizens in his town. 


Home Life Of N.Y. Scores 
August Production Gains 


Home Life of New York’s ordinary 
sales in August totaled $16,308,000, a 
19% gain over August of 1961 and the 
second best figure for the month. For 
the first eight months ordinary pro- 
duction amounted to $140,655,000, a 
6% increase. 

Group production for the month was 
up over 500% and for the eight-month 
period gained 30%. 

The over-all production increase for 
both ordinary and group for August 
was 45% and for the eight months 
was 10%. 


MANAGEMENT 
c CONSULTANTS 





B. L. Hollis 
















ASSOCIATES. INC 


NEW YORK 17, N.Y. 
521 Fifth Ave., OXford 7-4044 


FRANK mi 


Consultants in 
Marketing 
and Management 
for the 
Insurance Business 





CHICAGO 2, ILL. 
1 No. La Salle St., FR 2-2795 
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California 
Clarence C. Beyer (1) 

aoe Lloyd H. Hartman (2) 
eS . James V. Peterson (1) | 
L = Richard M. Rausch (1) ~ 
€ 


Hlinois 

Gas. Alvin E. DeWeerth (3) 
Wer: - Lammert H. DeWeerth (11) 
. .._ E, K. Hasselbring (10) 
feo =: Harold C. F. Jeckel (3) 
& ~ Robert C. Meyer (6) 

oe . Martin A, Moerbe (8) 
f . John M. Park (12) 

26 Harold T. Voigt (4) 


: Indiana 
Paul W. Swanson (3) 


lowa 


. Alvin F. Bahimann (2) 
Eugene L. Christian (4) 
Virgil H. Folkers, CLU (10) 
Kenneth R. Fox (3) 

Delbert L. Hartman (2) 
Thamas R. Holm (1) 
Frank J. Hummel (10) 





——_ oS 





Oe 





: Lawrence A. Lubben (7 





Leonard C. Kramer ", 


Ris... Mima 





: 2 ‘ames 
George A. Novotne (2) 
Nuss (1) 





These 1961 Ration Quali 
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Michigan 
John R. Berger, Jr. (2 
Edwin H. Holmber Ae 
Herold J. A. Lueders (12) 
Paul J. Rudlaff (2) 
Minnesota 
sane W. Arneson (6) 
Re E. Birch (1) 
bert H. ‘ih (9) 
iver O. Hemp (I) 
Melvin S. Johnson (5) 
Harold W. Mattke (3) 
Ben H. Ritter, Jr. (8) 
Howard F. Ritter (8) 
Glenn N. Struckman (1) 


i Nebraska 
Arthur Winkelhake, CLU (10) 


New York — 
Albert Felmet, CLU (13) 
William A. LeCook 
‘ Arthur F. Schepler (1 


Ohio 


J. V. Albrecht (14) 
Donald H. ley (3) 
Carl F. Bockelman (10) 
Carleton G. Case (16) 
James S. Cline (2) 
Oliver Curfman (9) 
Fred W. Guinsler (4) 
Carl E. Hannum (1) 
Samuel J. Harke (13) 
‘Harold C. Ling (8 
> Fred H. Lueck{ (14 
~ Jae E. Oney (2) 





F Prouily Salutes: _ 
ty Award Winners ; 





Oregon 
William V. Bottler (2) 
Clarence A. Norcross (5) 


Peansylvania 


Sam T. Beach ( 


M. |. Crumrine (7) 
Harold A. Palmer (7) 


South Dakota 
Lawrence E. Hunze (2) 


Milford W. McGaughey (2) ae 
Orie) - 






ee ae Texes 2 
Clifford P. Boehme (1) 4 
Ernest L. Hax (8) ¥ 
_ 1. B. Krienke (10) a 
Benton Luedecke (9 : 
Edward H. Pape (3) Seat 

~ Floyd V. Zoch (I) me | 
_ Washington re = 
“Darrel D. Nichols - : 
Robert A. Nistad (3 os 
_Lewis N. Williams (2) Bi | 
Wisconsin <9 

Grant Anderson (4) . 4 


Edward M. Boettcher (I). 
Frederick A. Dettmann (3) 
Roland F. Ebert (3) 
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McNamara-Kennedy Letters Show Medical 
Care Bill Will Have Top Billing In ‘61 


An exchange of letters between Sen. 
Patrick V. McNamara, chairman of 
the Senate’s special committee on ag- 
ing, and President Kennedy reveals 
that a concentrated campaign to put 
medical care for the aged via the so- 
cial security method on the law books 
will take place at just about the open- 
ing gun of the next session of Con- 


gress—if not actually earlier. In his 
letter, Sen. McNamara asked the Pres- 
ident for some assurance that the Chief 
Executive will work to get the legis- 
lation through the 87th Congress and 
the President, in turn, said that it 
was his intention to recommend to the 
Congress that the legislation be given 
the highest priority next year. The 


letters follow. 
Dear Mr. President: 

I am writing you to express my 
keen desire to achieve one of the ma- 
jor commitments that both you and I 
made in talking to the American peo- 
ple during the course of the past sev- 
eral years—passage of legislation that 
would assure them of adequate health 
services insurance during their retire- 
ment years. 

This can be done effectively, of 
course, only by financing such insur- 
ance through our time-tested system 
of social security, which maintains the 












with Security Mutual’s 
PENSION TRUST SERVICE 
there’s big: business in 





Richard E. Pille, President. 


Robert M. Best, C.L.U. 
Vice President—Agencies. 








are discovering every day.. 


waiting for... 
signed to build BIG BUSINESS.. 


Contact your Security Mutual General Agent today, or write 


SECURITY MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


your security our mutual responsibility 


Times were never better for sales of Pension Trusts... 
half a million small companies (firms employing 50 people or less) 
. they need Pension Trusts! The secur-. 
ity provided by Pension Trusts reduces costly labor turnover, retains 
valuable employees, prevents “job shopping” for fringe benefits, 
and increases efficiency by retiring over-age personnel... 
most “Small Business Men” feel they‘re too small to do anything 
about it! There’s your market!! Your prospects will be happy to 
know that Pension Trusts can be totally tax deductible... 
Security Mutual tailors its plans to meet the needs characteristic 
of small business. Here is a Pension Trust Plan that you have been 
SECURITY MUTUAL'S Pension Trust Service...de- 
-for YOU! 


=== small 
business... 
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dignity and independence of the ip. 
sured. 

My experiences and study, first as 
chairman of the Senate subcommittee 
on problems of the aged and aging (of 
which you were vice-chairman), ang 
now as chairman of the new special 
committee on aging, have convinceg 
me of the priority and urgency of this 
proposal in the hearts and minds of 
our 17 million senior citizens and their 
families. 


Public Support 


Moreover, all indications are that 
the public at large strongly supports 
the proposal. My mail and my per. 
sonal contacts indicate a strong feeling 
that Americans—young and old—are 
more than ever in support of a social 
security-financed health insurance 
program. 

Little more than a start has beep 
made upon this necessary legislation 
during the current session of the Con- 
gress. It is apparent that no definitive 
action will be taken by the Congress 
this year before adjournment. 

In view of this, I believe that an as. 
surance from you expressing deter- 
mination to pursue this subject with 
all possible vigor, when the Congress 
convenes again next January, would 
be warmly welcomed both by the sup- 
porters of this legislation and the mil- 
lions of Americans it would benefit. 

Further, it would serve to stimulate 
a prompt beginning to the planning 
for the next session that must begin 
soon so that this most necessary legis- 
lation may be enacted by the 87th 
Congress. 

Sincerely, 
Pat. McNamara, U.SS. 
President’s Answer 


The President’s answer to Sen. Mc- 
Namara appears below. 

Dear Pat: 

I consider adequate health care for 
our 17 million senior citizens one of 
‘cur most important responsibilities. 
Medical costs represent the greatest of 
all threats to economic security in old 
age. The financial burden of illness 
and incapacity in later years consti- 
tutes an ever-present specter to al- 
most every family. Inability to meet 
the costs of hospitalization or home 
care can destroy self-respect and deny 
the right to dignity and comfort after 
retirement. 

Although everyone recognizes the 
threat presented by the possibility of 
serious illness in later years, savings 
for this purpose are often inadequate. 
Nine out of 10 persons over 65 are 
hospitalized at least once. The dura- 
tion of their hospitalization averages 
two and one-half times longer than 
that of those under 65. I am convinced 
that only the social security system 
can furnish satisfactory protection a- 
gainst the costs of these _ illnesses. 
Small retirement incomes are usually 
inadequate to cover the premiums re- 
quired to obtain a sufficient amount 
of private insurance. 


Only Mechanism 


The theory of using earnings during 
the most productive years to purchase 
protection during retirement years has 
been tested and proved. This is the 
social security approach. I know you 
share my view that it is the only 
mechanism that can satisfy the need, 
insure protection, and be financially 
sound. 

I have followed with considerable 
interest the hearings held by the com- 
mittee on ways and means -of the 
House of Representatives on this sub- 
ject. The testimony incontrovertibly 
establishes the need for the legisla- 
tion. Our national responsibilities Te 
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quire prompt and effective action. 

I wholeheartedly agree with your 
belief in the importance of this legis- 
lation to our nation. It will relieve 
some of the most serious hardships 
old age, it will enable the worker to 
jook forward with confidence to his 
ability to take care of himself, it will 
help solve many problems of family 
living. I consider the proposal to pro- 
vide health insurance for the aged un- 
der social security one of the most im- 
portant measures I have advocated. 
Your support is very much appreciated 
and I assure you that I intend to rec- 
ommend that this legislation be given 
the highest priority at the next ses- 
sion of Congress. 

Sincerely, 
(s) John F. Kennedy 


August Is Shenandoah Life’s Best 
Month Ever In Paid Ordinary Sales 

Shenandoah Life’s paid for ordinary 
sales in August totaled $4,517,000, a 
record, exeeding the previous high by 
$500,000 and representing better than 
a 50% increase over the August, 1960, 
figure. The results were part of a sales 
campaign honoring G. Frank Clement, 
Shenandoah president. 
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New lowa Handbook 


A new Underwriters Handbook of 
Iowa has just been published by the 
National Underwriter Co. It pro- 
vides complete and up-to-date in- 
formation on the agencies, compa- 
nies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Iowa 
handbook may be obtained from the 
National Underwriter Co. at 420 
East Fourth Street, Cincinnati 2, 
Ohio. Price $12.50. 











Group Men To Hear Gerber 

Illinois Director Gerber will address 
Chicago Group Insurance Assn.’s first 
luncheon meeting of the new season at 
the Illinois Athletic Club, Sept. 18. 

The company affiliation of David H. 
Payne, vice-president and _ general 
counsel Surety Life of Salt Lake City, 
was given erroneously as Security Life 
in the Aug. 12 issue. This was in con- 
junction with a story reporting his 
election as a vice-president of Federa- 
tion of Insurance Counsel. 








house of original ideas 


The pride a Bankerslifeman feels in the company 
he represents stems in very large measure from the 
reputation his company has earned over the years 
for the introduction of really original ideas in the 
life insurance business. He is proud to say he was 
the first to carry the now popular Guaranteed Pur- 
chase Option, the Cradle Protection plan and the 
Wife Protection Rider in his brief case. Carefully 
chosen and thoroughly trained, the typical Bankers- 
lifeman has service as his watchword. This means 
that his professional presentation of the new ideas 
from his company will see to it that his clientele 


gets optimum benefits from “The Company That 


Fits The Need.” 


BANKERS Ye COMPANY 


DES MOINES, IOWA 
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* EFFICIENT 
NEW SIZE! 


* EXCITING * ENTICING 
NEW PICTURES! NEW COLORS! 


First Major Change in Years! Ready now to help make Business 
Insurance sales “come easy”, the world famous Gravengaard Busi- 
ness Insurance Textbooks and Brochures have been given a com- 
plete “change of face” . . . so that every possible emphasis might 
be given to the forceful, marching words of selling wisdom so 
skillfully put to paper by Mr. Gravengaard to reflect present-day 
sales situations. 

The Four Illustrated Brochures for visual selling now open like an 
easel, with binding running across the widest dimension, for more 
efficient table or desk-top presentation. The pictures, type and 
colors are all new, and they are printed on a fine grade of white 
enamel paper, with modern, two-color chrome-like covers. For the 
first time, they are also available in plasticized versions for added 
strength and usefulness. Their uses are many: 1. In guiding the 
sales interview. 2. In pre-approach mailings. 3. In paving the way 
for, or supplementing an interview. 4. In quick-reference sales 
work, 5. In agency meetings and clinics. 6. In building prestige 
among Trust Officers, Attorneys, Accountants, etc. 7. In helping 
Companies and Agencies introduce agents to Business Insurance. 
The Four Textbooks have been given a new outward appearance, 
matching the type used on the Brochures, They retain unchanged, 
all of Mr. Gravengaard’s concise, easy-to-understand-and-use text 
material. They cover every phase of the subject and contain the 
new, illustrated summary which dramatizes the dilemma of the 
business when death strikes. Their uses, too, are many: 1. Handy 
reference. 2. Individual study. 3. Agency meetings. 4. Clinics. 
5. Company course. 6. Sales Aid. 

Complete your portfolio of protection by recommending business 
insurance to your clients. They need business insurance (statistics 
show that about 60% of American business is still without Business 
Life Insurance). With help from these new, modernized Textbooks 
and Illustrated Selling Brochures by H. P. Gravengaard, it is as 
easy to sell Business Insurance as it is personal insurance . . . 
and how those commissions add up! 

Sold individually or in sets of 4 Brochures and/or 4 Textbooks, 
imprinted or unimprinted. Write for New Price Schedule today. 
Be the first in your area to benefit from these modern, new 
Textbooks and Illustrated Selling Brochures, by H. P. Gravengaard, 
“the man who started Business Insurance on the way up”. (Over 
600,000 copies of previous editions have been sold!) 
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New Replacement Regulation Set For N. J. 


(CONTINUED FROM PAGE 1) 
sively fail to answer a question in the 
application. 

Another way in which the promul- 
gated regulation is stronger than the 
draft version is in the definition of re- 
placement, which has been broadened 
to include not merely switches sug- 
gested by an agent but also those 
suggested by the prospect himself. This 
section reads: “For purposes of this 
regulation, the phrase ‘replacement of 
an existing policy or policies’ shall 
be deemed to mean a transaction con- 
nected with a suggestion by a licensee 
of this department or by the person 
being solicited for a policy that such 
existing life insurance should be term- 
inated by lapse or surrender or that 
there should be a reduction either in 
the amount of such insurance or in the 
period of time for which insurance will 
thereafter continue in force.” 

The new regulation contains the 
same requirement as the draft version 
that life companies issue instructions 
to their agents incorporating basic rules 
and safeguards which are to be ob- 
served in preparing and using cost il- 
lustrations, comparisons, advertising 
and other’ promotional material, 
whether involving a proposed replace- 
ment or not. Copies of these instruc- 
tions must be kept on file by the com- 
pany and made available to the de- 
partment on request. 

Written Proposals Required 

The section on written proposals be- 
ing required where a replacement is 
involved reads: 

“Every licensee of this department 
authorized to solicit the purchase of 
life insurance in this state, in soliciting 
an application where replacement of 
an existing policy or policies is in- 
volved, must present to the prospect 
a clear and concise summary of the 

_ advantages and disadvantages in mak- 
ing the replacement or change. Two 
copies of this written proposal must 
be retained for a period of two years, 
one by the licensee and the other by 


OK GALU Stock Split 


Stockholders of Great American Life 
Underwriters have been advised in a 
letter from President Charlies E. Beck- 
er that the proposal to increase au- 
thorized class A, B and C shares to 
provide for and authorize an 11 for 1 
stock split was approved by a vote of 
52,561 to 112% A shares and unani- 
mously by class B and C shares, with 
82% of class A stock represented. 

The new shares from the split will 
be issued to stock of record Sept. 15 and 
will be mailed Oct. 16. 

Mr. Becker calls attention to a com- 
ment he made at the meeting that the 
net asset value of class A stock in- 
creased from Dec. 31, 1957, to Aug. 23, 
1961, from $713.56 to $2,465.43. 

A suit charging Great American 
Life Underwriters with “illegal and 
void” stock voting has been filed by 
Mis. Dorothy Hennessey, Montclair, 
N. J., in district court of Bexar County, 
Tex. She alleges that Mr. Becker with- 
out proper authority issued 75,000 
shares of class C stock and by such 
act obtained majority voting of GALU. 
The petition said all class C stock is 
owned by Mr. Becker. The suit asks 
that Mr. Becker be permanently en- 
joined from voting any of his class C 
stock. 

Mrs. Hennessey had previously been 
in a _suit involving GALU when she 

ught to have the SEC approval of 

sL semption from the invest- 
act set aside. She was 
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an office of the company or its home 
office to which the licensee shall send 
one of these copies, and made available 
on request to the department... .’ 

Whenever replacement is involved, 
the agent must deliver to the insured 
the following notice: 

“1, This notice to you is for your 
protection and is required by regula- 
tion No. 1 1961A-1 of the New Jersey 
Department of Banking and Insurance. 

“If you are urged to purchase life 
insurance and it is suggested that you 
surrender or lapse or in any other way 
change the status of your existing in- 
surance in the process, you are entitled 
to and should receive from the person 
soliciting insurance a written proposal 
signed by him setting forth all the 
pertinent facts bearing on the transac- 
tion and the advantages and disadvan- 
tages of changing to the proposed cov- 
erages. 

“2. In every case, it is to your ad- 
vantage to secure the advice and rec- 
ommendations of your present life in- 
surance company regarding the pro- 
posed replacement or change in such 
existing policies. You may secure this 
information by notifying your present 
insurance company or its agent about 
the proposed replacement or change. In 
the event the replacement or change 
suggested is presented by a person 
representing the company in which you 
already have existing insurance, you 
are entitled to secure the views of the 
home office of this company regarding 
the desirability of such replacement or 
change. 

“3. If you are considering replace- 
ment of your present insurance, you 
are advised that, as a general rule, it 
is not to your advantage to drop or 
change any of your existing life insur- 
ance for the purpose of replacing it 
with new life insurance in the same or 
another company. Some of the reasons 
for this are as follows: 

“(a) The issue of a new policy in- 


volves relatively high initial or ac- 
quisition costs. To start paying such 
acquisition costs all over again on a 
new policy will cost more than to con- 
tinue a comparable older policy. 


Better Settlement Options 


“(b) Older policies quite often con- 
tain certain provisions which are more 
favorable both to you and your bene- 
ficiary than those available in newer 
policies, such as, for example, provi- 
sions for life income settlement op- 
tions and disability benefits. 

“(c) Due to the customary contesta- 
ble period (generally two years), it is 
possible that under certain circum- 
stances a claim which would be pay- 
able under an existing policy would 
be denied under a new policy. 

“(d) Your present insurance com- 
pany can often make a desired change 
on terms which would be more favor- 
able to you than if you replaced your 
existing insurance with new insurance. 

“4, For the above reasons it is also 
generally not to the policyholder’s ad- 
vantage to put the original policy on 
reduced paid-up or extended term in- 
surance in order to have sufficient 
funds to pay premiums on a new pof- 
icy in the same or another company. 

“5. There may be a few very oc- 
casional cases where a _ replacement 
might be to your advantage. However, 
your best protection in every case is to 
secure the comments and views of your 
present insurance company before ar- 
riving at any decision on such an im- 
portant point.” 


K. C. Actuaries Elect Robinson 

Kansas City Actuaries Club has 
elected Robert P. Robinson, Kansas 
City Life, president; John E. Toleman, 
National Bellas Hess, vice-president, 
and James M. Mortensen, Kansas City 
Life, secretary-treasurer. 

Commercial Travelers Life and its 
affiliate, National Life, of Texas, were 
the first completed in Central Park 
Plaza, a new Dallas business complex. 
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New Chicago Handbook 


A new Underwriters Handbook of 
Chicago and Cook County has just 
been published by the National Un- 
derwriter Co. It provides complete 
and up-to-date information on the 
agencies, companies, field men, gen. 
eral agents, groups and other organ. 
izations affiliated with insurance in 
this territory. Copies of the new 
Chicago and Cook County handbook 
may be obtained from the National 
Underwriter Co. at 420 East Fourth 
Street, Cincinnati 2, Ohio. Price 
$12.50 each. 


Knights Life Holds 
Annual Sales Meeting 


Knights Life of Houston made its 
1961 production awards to its agency 
force at New Orleans during the com. 
pany’s sales seminar. The meeting wa; 
held jointly with its sister company, 
American General Life of Houston. 

Roy O. Sorensen, Bancroft, Neb, 
was named outstanding agent, as he 
has been for all the five years that the 
company has made the presentation, 
Lee Mowery, Wichita, was presented 
with the improvement award, and 
Dale Stoner, Chadron, Neb., was 
named outstanding new agent. 

The members of the 1961 Knights 
of the Round Table, comprised of the 
company’s leading twelve producers 
were also announced. These included 
Mr. Sorensen, Ernest W. Dringman, 
North Platte, Neb., Fred Leiker, New- 
ton, Kan., Mr. Mowery, R. B. Her- 
rington, Fort Collins, Colo., H. Don 
Cochran, Valentine, Neb., Glen N. Hol- 
mes, Van Nuys, Cal., Lester Hanssen, 
Summit, S.D., Mr. Stoner, Eugene Gil- 
lett, Topeka, Harold Isburg, Chamber- 
lin, S. D., and Sam H. Shipley, Dodge 
City, Kan. 

The president’s trophy, given semi- 
annually to the outstanding agency in 
the company, was presented to the 
Kansas Agency, managed by James 
Theis. 
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All American L.&C. 
Holds Annual Rally; 
300 Producers On Hand 


Three hundred leading producers of 
All American L.&C. attended the an- 
_ nual sales meeting 
at the Edgewater 
Beach Hotel, Chi- 
cago. Twenty-one 
of the 41 states in 
which the compa- 
ny is licensed were 
represented—t h e 
farthest being Ha- 
waii. The conven- 
tion got under way 
on a Monday with 
a general session, 
during which E. E. 
Ballard, president, 
pointed out that the company has more 
than $230 million of life insurance in 
force and anticipates approximately 
$300 million by year-end. Expansion 
has also continued rapidly in the 
health field, he said, and it is anticipat- 
ed the premium from this business will 
exceed $6 million at the end of 1961. 
Total premium is expected to be about 
$11 million. 

Guest speaker at the general session 
was Hal L. Nutt, director of Purdue In- 
stitute, who discussed “Men, Money an 
Motivation.” Tuesday, there was a 
panel on “Quality Counts,” moderated 
by John N. Metropulos, Illinois region- 
al vice-president, Park Ridge, Ill. 
“What’s New!” was the subject of a 
seminar on Wednesday moderated by 
Harold A. Lanigen, regional vice- 
president of Florida and Georgia, and 
Thursday a workshop was held for 
general agents under the direction of 
R. E. Main, vice-president and agen- 
cy director. Friday, the field commit- 
tee held its semi-annual meeting. 

Even the wives got into the work 
pattern at the meeting and held their 
own sales seminar entitled “The Power 
Behind the Throne.” Mrs. John Metro- 
pulos moderated the panel. Banquet 





E. E. Ballard 


LIFE INSURANCE EDITION 


speaker was Carl C. Winters, lecturer, 
General Motors, who gave an inspira- 
tional talk on “Opportunities Unlimit- 
ed,” and President Ballard climaxed 
the occasion, by announcing that the 
next annual convention will be held in 
Honolulu “in celebration of the $500 
million of life business we expect to 
have in force by that time.” 

Mr. Main was convention chairman, 
assisted by Alice R. Mosley, advertising 
and sales promotion manager; Richard 
J. Donaldson, executive vice-president, 
and R. Dean Ballard, agency adminis- 
trator. 


Northwestern Mutual Holds 


‘Graduation’ For Actuaries 

Eighteen college students taking 
part in an intensive 11-week institute 
on actuarial science at Northwestern 
Mutual Life received their certificates 
of completion from Victor E. Henning- 
sen, actuary, who appeared in cap and 
gown in the role of dean of “NML’s 
College of Actuarial Knowledge.” 

The student group, which included 
three coeds, participated in a summer 
training course conducted by James 
C. Hickman, professor of actuarial sci- 
ence at Iowa State. This is the second 
year of the actuarial program at 
Northwestern Mutual and the first 
when the instructor was available 
during the summer on a full-time ba- 
sis for instruction and consultation. 
The participants were college students 
selected because of their superior 
mathematical aptitude. 


General Life Stock All Sold 

A public offering of 59,970 shares of 
stock in General Life of Milwaukee at 
$4 a share has been oversubscribed. 
The 59,970 shares were part of a total 
new offering of 365,000 shares, with 
16,600 shares to go to agents and dis- 
trict managers at $3.25 each and 330,- 
122 shares going to existing stockhold- 
ers on a subscription basis at $3.25. 
The remaining 18,278 unsubscribed 
shares, plus additional shares acquired 


by the underwriters, Piper, Jaffray & 


Hopwood of Minneapolis, through the 
purchase of subscription warrants, 
made up the public offering. 


American General Life 
Holds A Sales Seminar 


American General Life presented 
its 1961 production awards to mem- 
bers of the agency force at the com- 
pany’s sales seminar in New Orleans. 
The meeting was held in conjunction 
with Knights Life, another life insur- 
ance member of American General 
group. 

M. Eldon Berry, Baytown, Tex., was 
named outstanding agent for 1960-61. 
Mr. Berry is a three-time member of 
the Million Dollar Round Table. 

W. W. Roark, Gilmer, Tex., received 
the improvement award. Harry Hall, 
Sterling, Colo., won the outstanding 
legionaire award, given annually to 
the leading second-year agent. 

The president’s cabinet, consisting 
of the compay’s 12 leading producers, 
are: Mr. Berry, H. Frank Bell, Abilene, 
C. M. Willoughby Jr., Liberty, Tex., 
W. E. Curry, Houston, Mildon L. Jacks, 
Henderson, Tex., John Elliott, Hous- 
ton, Charles H. Flowers, Marshall, 
Tex., Leonard Prothe, Greeley, Colo., 
Charles D. Hart, Bryan, Tex., Coy 
Smith, Jacksonville, Tex., Frank Os- 
burn, Oklahoma City, and C. E. Bryan 
Jr., Corpus Christi. 

Also, the president’s trophy, given 
semi-annually to the outstanding 
agency in the company, was presented 
to the Houston City Agency, managed 
by Alfred J. Pratka. 


Seattle Actuaries Elect 

Edward E. Scribner, Northern Life, 
has been elected president of Seattle 
Actuarial Club. Others elected were 
David R. McCord, Farmers New World 
Life, vice-president, and D. Alan Lit- 
tle, Sunset Life, secretary. 

Five new members were accepted 
at the meeting increasing membership 
in the organization to thirty. 
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We will continue to serve and satisfy our, 
policyowners in the future as well as 
we have in the past. 
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LIAMA Annual Meeting 
Theme: An Examination 
Of The Agency System 


The theme for the annual meeting 
of LIAMA in Chicago, Nov. 7-10, will 
be “The Agency System—an Apprai- 
sal.” 

Some of the typical questions to be 
examined during the meeting will be: 
Is our agency system as good as we 
think it is? What effect will the in- 
creasing cost squeeze have on it? What 
effect will the various marketing ap- 
proaches have? 

Meetings of most of LIAMA’s com- 
mittees will take place on Tuesday 
during the meeting. Five general ses- 
sions will be held Wednesday, Thurs- 





Lewis W. S. Chapman, director of 


company relations of LIAMA, left, 
discusses plans for the association’s 
annual meeting in Chicago, Nov. 7-10, 
with Marvin E. Lewis, agency vice- 
president of Bankers Life of Iowa, who 
is also chairman of the committee in 
charge of planning the meeting. 


day and Friday. The traditional fel- 
lowship luncheon is scheduled for 
Wednesday and a reception is planned 
for Wednesday evening. 

The general sessions will include the 
customary legislative forum, a panel 
of agency officers discussing recent 
developments in their companies, and 
speeches by industry leaders and by 
Courtney C. Brown, dean of the gradu- 
ate school of business of Columbia Uni- 
versity. 

Marvin E. Lewis, agency vice-presi- 
dent of Bankers Life of Iowa, is chair- 
man of the annual meeting committee. 


Hold Estate Planning 
Forum At Wichita, Kan. 


The third annual estate planning 
forum sponsored by the Zackary agen- 
cy of Mutual Benefit Life, Wichita, 
Kan., was held there in Hotel Lassen 
and has as its theme “Property Trans- 
fer and Stewardship.” Attendance of 
nearly 100 persons included business 
men, accountants, attorneys and trust 
officers. Guest panel members were 
George B. Gordon, director of advanced 
underwriting services, Mutual Bene- 
fit Life; David P. Wood Jr., partner in 
the Chicago law firm of McDermott, 
Will & Emery, and Charles W. Kappes 
Jr., counsel Mutual Benefit Life. All 
three are nationally known in the field 
of estate planning. 


Others Who Assisted 


In addition to Fort A. Zackary, gen- 
eral agent, other key figures (all of 
Mutual Benefit Life) who assisted in 
the planning and conduct of the semi- 
nar are Jack Lipe, W. J. Higgins, Lar- 
ry Krehbiel and E. C. Kenagy of the 
agency; Garrett J. Seaton of Parsons, 
Kan., and M. V. Colt and D. B. :Pfutz- 
enreuter, who are developing a cam- 
pus agency at Kansas University. 
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Magazine Tells How 
Widow Is Helped 
By Insurance Money 


(CONTINUED FROM PAGE 10) 
slanted to encourage the Post’s 6.5 
million subscribers and newsstand 
purchasers to review their life insur- 
ance programs, the editorial comment 
at the end of the article singles out 
the financial side of her story as a 
good example of how Mrs. Coit does 
not resemble other widows. The mag- 
azine reports on a Social Security Ad- 


FieNATIONAL UNDERWRITER 


ministration survey on the solvency of 
the average new widow. Of those re- 
ceiving social security benefits, 18% of 
all widows were “totally in debt” 
when their husbands died, and 13% 
had no debts or assets of any kind. 
More than half had no assets of a 
liquid nature, although about the same 
number had an equity in a house. 

The Post further quotes the survey 
as showing that widows with children 
to care for are equally exposed. Al- 
most 9% of these are covered by less 
than $1,000 in life coverage, and 21% 
are not covered at all. Only 34% 





had more than $10,000. 

Mrs. Coit, the Post points out, is 
one of a distinct minority of women 
who are left with financial security. 
Nw National Has Record August 

Sales of new life insurance in Aug- 
ust by Northwestern National Life set 
a new company record for the month. 
Total sales were $17,311,749, or 7.2% 
ahead of August a year ago. The com- 
pany also recorded its best month in 
health insurance sales with 345 appli- 
cations totaling more than $28,000 in 
annual premium. 








What will his father’s retirement mean to this little boy? “Sup- 


port” or “independence”? The answer may depend on you.(/As 


a life insurance counsellor, you can solve dad’s problem with a 


Great-West retirement plan that will guarantee financial inde- 


pendence. Great-West Life has a wide range of annuity plans, 


par and non-par, that will meet a father’s need and circumstan- 


ces. L] Many brokers find in Great -West Life a satisfactory 


answer to this problem — so can you. Call or write our 


nearest office today: Great-West Life 


ASSURANCE COMPANY 
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Policies Issued Same 
Day Apps Received By 


Pan-American Machine 
Pan-American Life has instituted a 


policy whereby all new submitted pol- | 


icy applications will be processed on 
the company’s new 7070/1401 compute- 
er system the same day the application 
is received at the home office. 

Borne Boudreaux, statistical and ad- 
ministrative services operation man- 
ager, said “This is a completely new 
concept and system. To the best of our 
knowledge we are the only company 
able to issue any and all necessary 
records on any policy in our portfolio 
by electronic computer system from 
initial writing only.” 

According to Pan-American data 
processing officials, this is also the first 
time in the life insurance business that 
all types of policies a company sells 
can be processed and issued automat- 
ically the same day the application is 
received. 

Other officials of the company said 
that this move is the first in a series of 
concepts and systems planned for the 
electronic computer system: that will 
eventually enable Pan-American man- 
agement to set goals based on informa- 
tion acquired through the use of the 
system. 

Said President John Y. Ruddock, “By 
use of this system and information ac- 
quired from it, we will be aided even 
to the point of decision-making. It will 
eventually take the guesswork out of 
decision-making.” 


United Bankers Life of Dallas has 
designated September as _ president’s 
month and will attempt to set com- 
pany sales records in premium, vol- 
ume and applications. 


Announcing— 
SEVENTH ANNUAL 
PENSION and PROFIT- 
SHARING INSTITUTE 
OCTOBER 11, 12, 13, 1961 


—Enrollment restricted to men 
established in the pension and 
profit-sharing fields, or those who 
feel competent in these areas. 
Also, for the fifth year, the 
BASIC PENSION SCHOOL 
OCTOBER 9, 10, 1961 
—For men new or relatively new 
in the employer-employee com- 
pensation market. 
e 





1961 FACULTY 


George B. Byrnes, C.L.U. 
John T. Callihan 

Oscar E. Carlin 

Harry Glover 

Daniel M. Holland, Ph.D. 
Sigmund M. Hyman 

Len Porzak 

Robert R. Stevens, C.L.U. 
James B. Zischke 


TUITION 


For the Basic School $50; for the Institute 
$100; for both $150. 


Address queries to: 

Hal L. Nutt, C.L.U. Director 
LIFE INSURANCE 
MARKETING INSTITUTE 
PURDUE UNIVERSITY 
LAFAYETTE, INDIANA 
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Changes In The Field 


Lincoln National 

D, H. Beerman 
has been appoint- 
ed general agent 
at Toledo. A grad- 
uate of Lincoln 
National’s man- 
agement develop- 
ment program, he 
succeeds Ordine 
M. Heine, who is 
retiring to resume 
p os t-graduate 
study and obtain a 
Ph.D. in philoso- 
phy. Mr. Heine 
has been general agent at Toledo since 
1953, 

Mr. Beerman joined Lincoln Life in 
1958 at Fort Wayne and a year later 
was appointed an agency supervisor 
there, holding this post until his new 
assignment. 

Bert Richman has been appointed 
supervisor of the W. R. Beardslee 
agency, Montclair, N. J., and N. W. 
Timmerman to a similar post in the 
O’Neal agency, West Palm Beach. Mr. 
Richman entered insurance in 1957 
and joined Lincoln National in 1960. 
Mr. Timmerman joined Lincoln Na- 
tional in 1958. 


Federal L.&C. 


James J. Cun- 
ningham has been 
named_ general 
agent in Port 
Orange, Fla. He 
will specialize in 
mortgage comple- 
tion programs 
through savings 
and loan associa- 
tions. He has 
operated his own 
agency in San 
Francisco for two 
years and before 
that was with Ter Bush & Powell 
agency of Schenectady. 


Standard Of Oregon 


Barnes Rogers has been appointed 
associate manager in the Salem agen- 
cy. He has been in the life insurance 
business in the Salem area since 1953. 
He recently completed all of the re- 
quirements for the CLU designation. 


State Mutual Lif 


J. Ross Griffing <s 
has been appoint- 
ed manager of the 
group office at 
Kansas City. He 
has been assistant 
group specialist at 
New Orleans for 
Mutual of New 
York. Before that 
he was group 
manager at Dallas 
for Zurich and a J. Ross Griffing 
group producer with Pacific Mutual. 

Robert A. Lovlien has been ap- 
pointed manager at Portland, Ore. He 
entered the business with Canada Life 
and has been an agent, unit super- 
visor and brokerage supervisor in 
southern Oregon. 





D. H. Beerman 





J. J. Cunningham 





General American 
Edward C. Eckhoff has been named 
an assistant district group manager in 
St. Louis and Raymond Kann district 
group manager in Kansas City. Mr. 
Eckhoff joined the company in 1952 


yom 


and in 1958 was made district group 
manager in Kansas City. He is relin- 
quishing the Kansas City post to re- 
turn to St. Louis for personal reasons. 
Mr. Kann has been a group representa- 
tive in Los Angeles. 

Walter Miller, in charge of agency 
organization in St. Louis, has been 
named district group manager in Hous- 
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ton. He is a CLU. Associated with him 
will be John Gossett, group represen- 
tative. 


Employers’ Life Of Boston 
Gordon Anthony has been made bro- 
kerage supervisor at Jacksonville, Fla. 
He has been with Prudential there. 


Massachusetts Mutual 
Norman W. Rowley has been made 
brokerage manager of the Miller agen- 
cy, Philadelphia. Before joining the 
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agency eight years ago, he was an 
agent, unit manager, general agent and 
training director for Penn Mutual at 
Philadelphia. He is past president of 
Philadelphia Assn. of Life Under- 
writers. 


Connecticut General 


Eugene E. Larson, head of group pen- 
sion operations at Buffalo, has been 
named assistant district group pension 
manager at Chicago. 

Thomas J. Heyer, brokerage consult- 
ant at the northwestern Los Angeles 


Sopot e = 


. .. while about 34 of the American people now have some 
coverage, few are covered in depth. 


For example, far too many people are inadequately protected 
from income loss through sudden disability. Man’s economic value is his ability 
to earn money. This ability must be insured. 


These people won’t have the coverage they should have 
until a career agent motivated by the desire to do a good programming job, 
and equipped with the right tools, sits down and points out the proper coverage 


American Health’s disability income protection — with 
guaranteed renewable, exclusion-free A&H contracts—is one answer to this need. 


As a result of specializing, we believe we understand just a 
little better the problems of this business in general, and those of the agent in 
particular. We believe we know just a little more about how you—the life agent 
—can better employ health insurance as a tool in your total selling efforts. 


At American Health there is always room for enthusiastic 
and carefully selected agents who enjoy good reputations in their own communi- 
ties, and who want to move ahead in a satisfying, rewarding career. Our own 
progress is built on representation by such agents. 


If these ideas make sense to you, if you think you might 
like to put yourself in our picture, we’d like to tell you more about the American 
Health Story. 


AMERICAN HEALTH 


INSURANCE CORPORATION 
300 St. Paul Place, Baltimore 2, Md. 


3 
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brokerage agency, and William E. 
Sweeney, brokerage consultant at the 
Oakland and San Francisco brokerage 
agency, have been made senior broker- 
age consultants. 

Alfred B. Carte: Jr., Miami, and 
Robert M. Mabry, Los Angeles, have 
been named staff assistants in their 
respective cities. 

Fred C. Jackson has been made bro- 
kerage consultant at the Charlotte, 
N. C., brokerage agency. He has been 
in the home office group sales depart- 
ment since 1959 and before that was 


HteNATIONAL UNDERWRITER 


a group service representative in Col- 
umbus and Cleveland. 


Occidental Of Cal. 


J. M. Blankfeld has been advanced 
to assistant manager of the west Los 
Angeles branch office. He replaces 
Jack Carroll who has become associ- 
ated with the company’s C. L. DeVries 
general agency in Los Angeles. Mr. 
Blankfeld has been in the west Los 
Angeles branch since 1959 and pre- 
viously was with John Hancock. 

A new general agency has been 


established at Englewood, Colo., a sub- 
urb of Denver, with Philip W. Nearing 
as general agent. He entered the life 
business in Denver in 1954 with Met- 
ropolitan Life and for five years was 
assistant manager. 


Northwestern National 


Charles Ferrill, district manager at 
Jonesboro, Ark., has been appointed 
manager of the Memphis agency. 

The company has begun operations 
in Honolulu and Thomas Koki has 
been appointed general agent. A mil- 




















FOR YOU 


Well-balanced General : 


Top, Commissions on Leading Par and Non-par Policy Contracts. 


Vested Renewals. 


Free Group Life Insurance. 





You can “Roll a Strike” every time with Columbus 
Mutual's Agent's Contract, Induction Program, 
and Sales Packages—because your agents make 
money and yoy make money with: 


di er Lifetime Compensation in Service Fees. 
| Non-Contributory Pension Plan. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. _ 






Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 
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Agent's Contract 
Induction Program 
Sales Packages 4 


AGENCY-BUILDING OPPORTUNITIES in: 
Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 
Washington, D.C., and West Virginia. 


Columb 
Frederick E. Joncs, President 
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lion-dollar producer, he was tormerly 
an assistant agency manager. 


Wisconsin National 
Leslie G. Karej 
has been named 
regional _ superin- 
tendent of agencies 
for Indiana, Ohio, 
and Kentucky. Mr, 
Karel was with Oc. 
cidental Life of 
California as agen- 
cy supervisor and 
assistant genera] 
agent and with 
Michigan Life as 
general agent, in 
northern Michigan, 


Pacific Mutual 


Norman J. Nicolay Jr. has been 
named manager of the Detroit group 
office. He replaces John P. Harriman 
who takes over Pacific Mutual’s group 
operation in San Diego. Mr. Nicolay 
joined Pacific Mutual in 1957 in the 
Detroit group office. 


Midland National 


J. C. Beottcher has been appointed 
general agent at Lincoln. Wilbert G, 
Bartz becomes general agent in Bis. 
marck. William S. Crain has been 
= general agent at Watertown, 





L. G. Karel 


John Hancock 
Ralph J. Pizzuto, assistant district 
manager at Bridgeport, has been made 
regional supervisor of the Long Island 
and Connecticut region, with offices at 
Bridgeport. 


Georgia International Life 

C. Lawton Smith has been made gen- 
eral agent at Dallas. He has been a 
general agent for American United 
Life and Farmers & Bankers Life of 
Kansas. 


Prudential 
Herbert Muehl, an agent since 1959, 
has been promoted to agency assistant 
in the North Shore agency, Evanston, 
Ill. Alfred Gliemi is manager. 


Provident Mutual Life 

Jackson R. Eddy has been made 
district manager at the Los Angeles 
regional group office. He has been a 
home office representative in Los An- 
geles. 

William C. Cable has been made 
district group manager at Greensboro, 
N.C. He has been home office group 
representative there. 


TEXAS RESERVE LIFE of San 
Antonio has opened an agency in 
Austin, with Robert B. Porter as 
manager. 


CALHOUN LIFE has made Charles 
E. Rogers general agent at Charleston. 


a Service Guide. 


ACS 
Actuarial Computing 


Service, Inc. 
“Specializing in Computer Applications 
for the Insurance Industry” 


1389 PEACHTREE ST.,.N.E._ ATLANTA 9, GEORGIA 
TR. 5-6727 


























CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


30 N. LaSalle St. 
Financial 6-97: 





Chicago 2, Ill. 
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Home Office Changes 


Franklin Life 


Russell A. Fred- 
erick, administra- 
tive vice-presi- 
dent, will retire 
Oct. 1 after 38 
years of service. 
His promotion to 
assistant actuary 
in 1940 was fol- 
lowed by advance- 
ments to assistant 
secretary in 1942, 
secretary in 1943, 
and administrative 
vice-president in 
1949. A director of Franklin Life since 
1944, Mr. Frederick was the originator 
of utilizing giant electronic computers 
in American industry, Franklin Life 
having purchased the first non-govern- 
mental Univac system. He is chairman 
of the home office administration com- 
mittee of American Life Convention. 


Mutual Of New York 


Richard L. Bushey, home office agen- 
cy assistant, has been made supervisor 
of cashier training, a newly created 
position. He joined the company in 
1935 and was cashier at the Philadel- 
phia agency for nine years before 
joining the home Office staff in 1957. 


Republic National 


Ross Wallace, 
special reinsurance 
representa- 
tive since 1959, has 
been raised to head 
the group coinsur- 
ance operation of 
the reinsurance di- 
vision. He will be 
primarily respon- 
sible for admini- 
stering and coordi- 
= nating the group 
reinsurance’ serv- 
ices. 





R. A. Frederick 





Ross Wallace 


National Life Of Vt. 


Oliver W. Horsman, assistant direc- 
tor of sales promotion, has resigned to 
join the McAuley agency, Albany, as 
an agent. Before joining the company 
he was assistant account supervisor in 
the advertising and sales promotion 
department of Worthington Corp. and 
a salesman for Tidewater Oil Co. 


Federal L.&C. 


John F. Sare joined the home office 
staff as group sales supervisor. He has 
represented Zurich in Grand Rapids 
for 10 years, specializing in group 
sales for western Michigan and north- 
ern Indiana. 


Mutual Benefit Life 


Guy C. Bosetti Jr., has been appoint- 
ed attorney. He has been with the 
firm of Stryker, Tams & Dill in 
Newark. 


Liberty Life Of S.C. 


Ben C. Bishop has been made assist- 
ant vice-president, investment depart- 
ment. He was with a real estate firm 
in Atlanta before joining the company 
in June. 

Carrol C. Jones and Fletcher W. 
Martin have been made assistant 
treasurers, investment department. Mr. 
Jones was in the audit department for 
a year before becoming a mortgage 
loan officer in 1959. Mr. Martin joined 
the loan department in 1958. 

J. Marion Rogers has been made as- 


LIFE INSURANCE EDITION 


sistant secretary, ordinary policyhold- 
ers service department. He has held 
positions in the supply, accounting and 
microfilm departments and is a fellow 
of the Life Office Management Assn. 
Institute. 


Your United States Life 


General Agent is in 
miners § § te Pension Field... 


Johnson, actuary, 
has_ retired. She 
was the fourth 
made assistant medical director. He 
has been in private practice at Mays- : 
ville, Ky., since 1939 except for service regs NOW HAVE available to you, through your General Agent, a new and outstanding 
Pension and Profit Sharing Program—one that is especially designed for selling to the small 


woman to receive 
a fellowship in So- 
ciety of Actuaries. 
She joined the 
company in 1920, 
was made an as- 
as a flight surgeon during World War 





sistant actuary in 


1930 and actuary 

in 1959. She is a 

Esther Johnson charter member 
of the Philadelphia Actuaries’ Club. 





Travelers 





II. employer. 
» FULLY INSURED PLANS COMBINATION PLANS 
Fa rmers & Bankers Life (Life insurance and auxiliary fund) 
Fase ge A. oe A complete program that embodies these important features... 

cho as joine 
the company as @ Guaranteed issue up to — (depending on size of group) 
director of agen- e Participating or non-participating 
cies, He had been @ Annuity purchase rates guaranteed on Auxiliary Fund 
director of train- © And~tull commmlesions. 
ing in the home Wasi ds ect need to be to bei ; oe li Servi d 
office agency de- ou do not n an expert to bring pension planning to your clients. ice and as- 
partment of sistance is as near as your telephone—always available for consultation and preliminary 
Peotone — analyses of your prospects’ requirements—to help you formulate and sell plans that meet 
tional. Before that _ 
he was with Mu- 7 et eee 
tual of Omaha in LIFE—PAR AND NON-PAR, ACCIDENT & HEALTH, and GROUP, 
agency operations, : FOUNDED 1880 


Bruce A. Nichols 


sales promotion, » 
public relations, recruiting education me 
and field training. 


Allstate Life INSURANCE COMPANY IN THE CITY OF NEW YORK : 


125 Maiden Lane, New York 38, N. Y. . 
Roy R. Anderson has been elected THE OLDEST STOCK LIFE INSURANCE COMPANY IN AMERICA 
vice-president and Paul J. Overberg 

has been appointed actuary of Allstate 

Life and its affiliate, Cross Country 


? A story of ... GROWTH and PROGRESS 





Admitted Assets Insurance in Force 
1940 $905,064 $7,703,483 
1950 $6,527,300 $34,552,332 


1955 $12,494,145 $45,169,420 
1960 $20,638,209 $66,447,298 


Present Assets over $21 Million 


Over $70 Million Life Insurance in force. 


As the western U.S. increases in economic importance, BANKERS UNION 
LIFE keeps pace with the trend. 
Investigate our profit sharing contract and 


non-forfeitable renewals. Operating in 13 
states, offering ordinary life on par and non- 





par plans. 
BANKERS UNION LIFE INSURANCE GOMPANY 
200 JOSEPHINE e DUDLEY 8-4651 e DENVER 6, COLORADO 





C. B. McCormick, President 
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Life. Anderson joined Allstate in 1959 
as chief actuary and pricing director. 
Mr. Overberg recently joined Allstate 
from Security Mutual Life of Bing- 
hamton, N.Y., where he served as 
group actuary. 


Bankers L.&C. 


Herbert B. Thompson has resigned 
as vice-president of Bankers L.&C. 
and its affiliates. He announced the 
move was made solely for “personal 
reasons.” He has been vice-president 
of the parent company since 1953. Mr. 
Thompson also has resigned as mayor 
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of the city of Palm Beach Gardens, 
Fla., a municipal development of John 
MacArthur’s, president of Bankers 
L.&C. 

Mr. Thompson formerly was chief 
deputy of Michigan. He presently is 
associated with the Chicago law firm 
of Michaels & Johnson, specialists in 
corporate and insurance law. 


Fidelity Union, Dallas 


R. Hubbard Hardy has been promot- 
ed to general counsel and secretary. 
He has been a vice-president and sec- 
retary. He succeeds H. B. Houston Sr., 
counsel, who died earlier this year. 


Mr. Hardy joined Fidelity Union in 
1930. 

R. Harold Parker has been made 
senior vice-president in charge of in- 
surance operations. He was with Fi- 
delity Union from 1931 to 1955 when 
he went with Consolidated American 
Life of Houston (now a part of Lincoln 
Liberty Life of Lincoln, Neb.) and re- 
joined Fidelity Union Sept. 1. 


Bankers Security Of D.C. 
William J. Moore, vice-president and 
controller, has been made vice-presi- 
dent-finance. 





Plenty 
Mutual 





now writes. 


DISABILITY INCOME 


(IN ADDITION TO MAJOR MEDICAL) 


We're not the first company 
to write DISABILITY INCOME . . 


BUT we believe we have the BEST product! 


NEW “INCOME PROTECTOR” PLANS 


@ Non-can and Guaranteed Renewable to 65 
@ Broad selection of waiting and benefit periods 


@ AD & D benefit automatically included 








Partial disability benefit automatically included 





Retroactive waiver 


EXCLUSIVE “EXTRA INCOME” BENEFIT 


Two years “own occupation” clause 





Unique Phoenix Mutual rider provides additional income for period 
prior to Social Security benefits or prior to standard 6-months life 
insurance disability income. 


*Subject to approval in some States. 





PHOENIX MUTUAL LIFE INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT 
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Robert J. Westendorf, treasurer. has 
been made vice-president-administra- 
tion. 

Raymond P. Seastream, auditor, has 
been made treasurer. 

John W. Lynch, assistant controller, 
has been promoted to controller. 

Shirley L. Shirk, supervisor of ac- 
counting, has been made auditor. 

Richard R. Pryor, supervisor of sup- 
ply, has been made manager of agency 
services. 

Doris Campbell, assistant supervisor 
of accounting, has been made super- 
visor of accounting. 


Pacific Mutual Life 


William E. Fortmueller has been 
named chief health insurance under- 
writer. He will now direct the selec- 
tion and rating of health insurance 
applicants, and train new underwriters 
in this field. Mr. Fortmueller joined 
Pacific Mutual in 1939 and has also 
been active in its claims and treasury 
departments. 


Prudential 


Two men have been promoted to 
managerial posts in the public rela- 
tions and advertising department at 
Minneapolis: W. William Hodgson to 
information manager and John P. 
Marwin to advertising and sales pro- 
motion manager. Both men have been 
with Prudential four years. 

Milford W. Schueler, general man- 
ager, investments, at the north central 
home office in Minneapolis, has been 
promoted to executive general man- 
ager, investments, there. 





Conventions 


Sept. 17-20. International Claim Assn., annual, 
The Greenbrier, White Sulphur Springs, 
W. Va. 


Sept. 18-22, Assn. of Superintendents of Insur- 
ance of the Provinces of Canada, annual, 
Fort Garry Hotel, Winnipeg. 

Sept. 20-22. Life Insurance Advertisers Assn., 
annual, Sheraton-Dallas Hotel, Dallas. 

Sept. 24-29, National Assn. of Life Under- 
writers, annual, Denver Hilton Hotel, Den- 
ver. 

Sept. 25, Fraternal Actuarial Assn., annual, 
Netherland Hilton Hotel, Cincinnati. 

Sept. 25-27. Life Office Management Assn., 
annual, Shoreham Hotel, Washington, D. C. 
Sept. 25-27, National Fraternal Congress, annual 

Netherland Hilton Hotel, Cincinnati. 

Oct. 9-10, Conference of Actuaries In Public 
Practice, Sheraton-Blackstone Hotel, Chicago. 

Oct. 9-13, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 10, Insurance Economics Society, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 11, CLU seminar, Marquette University, 
Milwaukee. 

Oct. 17, CLU_ seminar, 
Club, Seattle. 

Oct. 18-20, Institute of Home Office Under- 
writers, annual, Jung Hotel, New Orleans. 
Oct. 26-28, Midwest Management Conference 
annual, Sheraton Hotel, French Lick, 

indiana. 

Nov. 7-10, Life Insurance Agency Management 
Assn., annual, Edgewater Beach Hotel, Chi- 
cago. 


Washington Athletic 





MANAGEMENT 
aCONSULTANTS 











O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 





E. R. Flitcraft, Direct 
Insurance Division—‘Special Services 


© Prorit CouNSELORS, INC. ° 


355 Lexington Ave. (ong 


New York 17, N. Y. 
e Consultants to Business e 
OE nl 


120 S. La Salle St 
Chicago 3, im. 
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home office in Minneapolis, has been 
promoted to executive general man- 
ager, investments, there. 


Home Life Of New York 
William C. Pet- 
ty Jr. has been 
made an _ officer, 
with the title of 
director of field 
administration. In 
1948 he was made 
assistant manager 
at Huntington, W. 
Va., and in 1955 
was made man- 
ager there. Last 
year he went to 
: the home office as 
William C. Petty Jr. ecutive assistant 
in the sales department. Charles A. 
Murphy has been made director of 
field training. He has had five years 
of experience in training and agency 


Left to right: William B. Wallace, Walther S. 
Stephenson, and Charles A. Murphy. 


director, and before that he was man- 
ager at Boston. He joined the company 
at Providence, becoming manager 
there in 1936. 

Walther S. Stephenson and William 
B. Wallace have been made directors 
of agencies, Mr. Stephenson joined the 
company in 1949 and was made agen- 
cy assistant in 1951. He spent four 
years at Philadelphia becoming as- 
sistant manager there in 1954. Since 
1956 he has had various assignments 
in field training and agency direction. 


Lutheran Brotherhood 


William H. Klausen has been named 
assistant director of marketing and 
research. In addition to his new duties, 
Mr. Klausen will continue as director 
of sales promotion. He joined Lutheran 
Brotherhood in 1958. 


Lincoln National Life 


Martin D. Johnson, general auditor, 
has retired after 40 years with the 
company. He started as an assistant 
controller and in 1926 was named chief 
accountant. In 1934 he became general 
auditor. 


Pilot Life 


James Batt has been appointed 
Management assistant in the manage- 
ment development program. Before 
Joining Pilot he was division manager 
for Prudential at Cleveland. 


MIDLAND MUTUAL—Russell Line 
has been appointed assistant actuary. 
He received his master’s degree in ac- 
tuarial science from the University of 
Michigan. 
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the company for eight years as assist- 
ant secretary, sales secretary, and di- 
rector of agency service, and is now 
director of personnel and home office 
services. Ralph G. Norman has been 
elected assistant vice-president of the 
savings and loan insurance depart- 
ment. 


GROUP HEALTH MUTUAL of St. 
Paul—Jerry Kemp has been promoted 
to assistant sales training supervisor 
and will work with Robert Florin, 
head of the training department. 


GIRARD LIFE—William Gore and 
Woodrow Deason have been appointed 


assistant superintendents of agencies. 
The former has been home office su- 
pervisor and the latter assistant agen- 
cy director. 


CUNA MUTUAL has named M. F. 
Gregory executive assistant managing 
director. He has been in charge of the 
society’s policyholders program since 
1956. 


AMERICAN CAPITOL of Houston— 
Richard Parrish Jr. has been elected 
vice-president and director of agencies. 
Formerly director of agencies, he will 
now direct agency activities in the 
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seven states in which the company is 
entered. 

INVESTORS SYNDICATE LIFE & 
ANNUITY has named J. R. Pickering 
associate actuary. He joins the com- 
pany after having been with Mutual 
Life of New York for the past eight 
years. : 

TEXAS LIFE has appointed R. D. 
Fraizer chief underwriter; Horace G. 
Jacks Jr. agency secretary and D. E. 
Parke and Louis C. Hill field directors. 


Russell L. Buck, Freeland, Mich., 
was top agent for Gleaner Life during 
August. 


THESE MEN HAVE RECEIVED 
A 


ULTIMATE 


DISTINCTION 


.»» THE 
VANGUARD 
AWARD 


William J. Ackerman, C.L.U. 
Alexander Alex, C.L.U. 
Edwin L. Baxley, C.L.U 
John H. Brady, C.L.U. 

Frank E. Brennan, C.L.U. 
(Y-Yo) de [= stan =} 2401 - Ont AG 

Harry W. Castleman, C.L.U. 
Robert K. Clark, C.L.U 
W.E. Gehman, C.L.U. 

George H. Gruende/, C.L.U 

Paul A. Hazard, Jr., C.L.U. 
Lambert Huppeler LU 
Sigmund M. Hyman, C.L 
William B. Jadden, C.L 
Mason lat inck 
William H. Mc 
Alfred E. McNeé 
Kenneth 2 
David Marks, Jr 
Leo P.M 
Edmond J. N 
John Ph he / 
D. Miley Phipps 
Harry A. Pledger 
James H. Prentiss, Jr 
Richard B. Ripley 
Millard A. Samue 
William R. Sapers 

William Shelton, Jr 
Henry F. Silver 

Henry Stockman, Jr 
Reid S. Towler 


AAar sn? 
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sepals cag ae Each is a Chartered Life Underwriter...a Life Member of the Million Dollar Round Table...a Life 
executive vice-president since March Member of New England Life’s Leader’s Association...a member of our Hall of Fame. @ Each out- 
of this year, has been named president, standingly exemplifies our concept of the New England Life‘‘man of opportunity.” And we find no little 
satisfaction in the knowledge that the quality of their product has contributed much to their success. 


NEW ENGLAND LIFE 


and finance committee. 


et T. LaFollette Jr, has been NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY: 
ee sy crecter of NATIONAL OLD ALL FORMS OF INDIVIDUAL AND GROUP LIFE INSURANCE, 
of Little Rock. He has been with ,NNUITIES AND PENSIONS, GROUP HEALTH COVERAGES 
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Editorial Comment 
What's Behind Those ALC News Beats 


Those of you who read the ALC 
News Letter may have wondered why 
we trailed the News Letter by nearly 
a week in reporting such timely news 
as the American Life Convention’s 
selection of its officer slate and, more 
recently, the program for its annual 
meeting. 

Associations of ALC’s magnitude 
usually make very sure that the 
weekly insurance newspapers get such 
information as officer slates and meet- 
ing programs well in advance of the 
press time for the desired general re- 
lease date. Consequently, anyone read- 
ing our tardy accounts of these ALC 
announcements would be justified in 
wondering what caused the delay. Did 
the editor who was supposed to process 
the ALC news release just forget 
about it? Did we feel that the infor- 
mation was not important enough to 
make room for in a crowded issue and 
could just as well be held over until 
later? Members of ALC who are con- 
scious of how fully and how promptly 
the weekly insurance papers publish 
the news of their organization would 
have a righi to resent our apparent 
downgrading of ALC news to a “run 
when room” status. 

For these reasons we want to make 
this emphatically clear: The delay in 
publishing these items of ALC news 
was entirely against our wishes. We 
were fully aware of their news value 
and timeliness and wanted to run 
them as early as possible. But the 
ALC headquarters sent out no news 
releases. Instead, it withheld the news 
from the insurance newspapers so it 
could appear first in the ALC News 
Letter. 

This was done as a matter of con- 
sidered policy, to be followed as stand- 
ing operating procedure except for 
possible rare instances when the ALC 
management might consider that the 
advantages of getting a piece of in- 
formation out to its members (and the 
industry generally) via the regular 
insurance press outweighed the sup- 
posed benefits of giving the ALC 
News Letter a “scoop.” 

Of course there’s no law against 


ALC or any other organization with- 
holding news about itself from the in- 
surance newspapers in order to make 
its own house organ look good. But it 
is such a radical innovation that we 
want to. be sure our readers know 
about it, so there will be no misunder- 
standing as to the value we place on 
ALC’s news. 

Incidentally, it seems strange that 
any organization would, by favoring 
its own house organ, make itself a 
battleground for competing editors, 
with news beats as the spoils. It is our 
impression that one of the main rea- 
sons why associations first set up pub- 
licity departments many years ago 
was to minimize the incentive for pa- 
pers to compete with each other for 
news about these associations. This 
competition often resulted in publica- 
tion of news that the organization con- 
sidered premature, sometimes embar- 
rassingly so. 

But when publicity departments 
were set up and editors understood 
that all papers would be treated the 
same—including the organization’s 
house organ, if any—there was little 
temptation for reporters to go stalking 


for “exclusives.” Editors are often re- 
garded as crazy for “scoops,” but vir- 
tually all news about associations is of 
such a character that if an editor can 
be assured that he won’t be beaten 
he’s willing to settle for a uniform 
general release date and not try to 
break the news ahead of time. Maybe 
the system hasn’t fostered journalis- 
tic enterprise, but it has worked well 
for the associations. 

However, when an association of 
national prominence adopts a news 
policy that brings back the old system 
of free competition, and editors be- 
come convinced that that’s the way 
it’s going to be, they have no choice 
but to set up their own private pipe- 
lines so as to get the organization’s 
news at least as soon as it appears in 
the organization’s own paper—and of 
course even sooner, if possible. Without 
the anti-scoop insurance of a general, 
even-Stephen release date for all, any 
newspaper that tries to print timely 
news faces considerably more than just 
the annoyance of being beaten by the 
association’s captive publication. It 
must also protect itself against the ob- 
vious fact that other regular insurance 
newspapers don’t relish having to 
print second-hand news and are going 
to take aggressive measures to avoid 
it in the only way open to them—by 
printing whatever information they 
can get, in the earliest possible issue. 
—R.B.M. 


Show Up Replacers With Facts, Figures 


In the letter that President Leland 
J. Kalmbach of Massachusetts Mutual 
has written its field force restating and 
clarifying the rules on replacing poli- 
cies the statement is made that “when 
the replacement of permanent insur- 
ance in the Massachusetts Mutual (by 
another policy in the same company) 
is involved, cases will be carefully 
screened and questionable or border- 
line cases will be referred to the com- 
pany’s calculation department for an- 
alysis. If it appears that the replace- 
ment is not to the insured’s advantage 
or that a change in existing policies 
is preferable to new insurance, a new 
contract will not be issued until the 
company has received from the policy- 
holder a statement certifying that he 
reviewed the company’s analysis and 
is fully aware of the disadvantages of 


the proposed replacement.” 

The significant thing about the 
quoted statement, to our way of think- 
ing, is the implication that there may 
be times when replacement may be to 
the insured’s advantage. Nearly every- 
body in the business privately con- 
cedes that there are times, rare though 
they may be, when it is to the insured’s 
advantage to make a change. But Mr. 
Kalmbach’s is the first such concession 
we can recall as a responsible state- 
ment for publication. 

We have long contended that the 
orthodox attitude that it’s always 
against the policyholder’s interest to 
replace has only served to play into 
the hands of the twisters and other 
professional replacers. The attitude 
has been that since it’s always bad to 
replace, it is pointless to set standards 
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Deaths 


RALPH H. RICE, 81, founder and 
former chairman of Lee National Life 
and founder and onetime president of 
National Fidelity Life of Kansas City, 
died. 


MURRAY HALPERN, general agent 
of Citizens Life at New York, died sud- 
denly. 





Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. LaSalle Street, Chicago, Sept. 12, 1961 





















Bid Asked 

$ $ 
Aetna Life 131 133 
American General  ........scscseesee 15 18 
Beneficial Standard  .........sss0 39 41 
Business Men’s Assurance ......... 85 88 
Cal.-Western States on... 101 104 
Commonwealth Life ... 4942 51 
Connecticut General....... 272 278 
Continental Assurance ... 190 195 
Franklin Life ......ccsscsessees 116 120 
Great Southern Life ............... 116 120 
Gulf Life 3742 39 
Jefferson Standard ........ssesseseees 7642 18% 
Liberty National Life .... 88 90 
Life & Casualty ............ 2742 28% 
Life of Virginia ............ 112 115 
Lincoln National Life 142 146 
National L. & A... 192 197 
North American, Il. ... we 27% 29 
Ohio State Life esses 51 54 
Old Line Life wees 75 ~=Bid 
Republic National Life ................ 76 80 
Southland Life ..............0 A 158 163 
Southwestern Life .........000.. 113 116 
Travelers 138 140 
MS IIA, desenstcsnescscscansnavtocsctansiens 60 62 
U. S. Life 79 
Washington National ..................... 64 67 
Wisconsin National Life ............. 44 46 


Pacific Mutual Life’s new headquar- 
ters building in Santa Ana, Cal., has 
been singled out by that city’s cham- 
ber of commerce for its contribution 
to civic beauty. The building earned 
a perfect score in such award rating 
factors as the relationship of function 
to architectural design and the rigid 
maintenance of property and grounds. 





by which one could determine whether 
a given replacement was good or bad 
for the policyholder. So the replacers 
have been having a field day with 
ingeniously contrived charts and fig- 
ures, while little has been done by the 
anti-replacers to prove, with more ac- 
curate and convincing figures, that 
there are serious disadvantages in 
swapping life insurance contracts in 
almost every type of situation. 

We hope that as the Massachusetts 
Mutual’s calculation department 
works up these comparisons, the com- 
pany will make them available to the 
insurance papers and others interested. 
It would be a real service to the in- 
dustry, helping to draw a sharp line 
of demarcation between good and bad 
replacements. We have a strong con- 
viction that from the policyholder’s 
point of view the wise decision is us- 
ually to refuse to replace. We believe 
that most people in the industry have 
the same conviction. But the way to 
show faith of this conviction is not a 
paranoid insistence that all replace- 
ments are bad and should not even be 
analyzed. It shows a lot more faith to 
be willing to let the facts and figures— 
accurately arrived at in good faith— 
speak for themselves. It is also a more 
practical way of meeting the replacer’s 
usually ill-founded sales pitch. 
—R.B.M. 
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Call Ruling Invaluable 
For Benefit Plans 


(CONTINUED FROM PAGE 8) 

ruling should be referred to with care 
concerning any plan in which you are 
involved. References to life insurance 
are made throughout the ruling. How- 
ever, part 2(d) contains the major life 
insurance comments. It is quoted be- 
low for your convenience: 


Passages Are Quoted 


“Life Insurance Benefits—A quali- 
fied plan may not provide only such 
benefits as are furnished through the 
purchase of ordinary life insurance 
contracts which may be converted to 
life annuities at the normal retirement 
date. See Rev. Rul. 54-67, C.B. 1954-1, 
149. Life insurance protection may, 
however, be provided under a quali- 
fied plan provided that such protec- 
tion is merely an incidental feature of 
the plan. In the case of a pension or 
annuity plan, the life insurance bene- 
fit is deemed to be incidental where 
the insurance protection is not greater 
than 100 times the monthly annuity, 
eg., $1,000 of life insurance for each 
$10 of monthly annuity. See Rev. Rul. 
60-83, C.B. 1960-1, 157. 


Considers Profit-Sharing Plan 


“In the case of a profit-sharing plan 
which provides for the use of trust 
funds to purchase and pay premiums 
on ordinary life insurance contracts, 
the insurance feature is deemed to be 
incidental if: (1) the aggregate premi- 
ums for life insurance in the case of 
each participant is less than one-half 
of the aggregate of the contributions 
allocated to him at any time, and (2) 
the plan requires the trustee to con- 
vert the entire value of the life insur- 
ance contract at or before retirement 
into cash, or to provide periodic in- 
come so that no portion of such value 
may be used to continue life insurance 
protection beyond retirement, or to 
distribute the contract to the partici- 
pant. See Rev. Rul. 54-51, C.B. 1954-1, 
147, as amplified both by Rev. Rul. 
57-213, C.B. 1957-1, 157, and Rev. Rul. 
60-84, C.B. 1960-1, 159. Where life in- 
surance benefits are applied to reduce 
employer contributions under a pen- 
sion plan, amounts contributed by the 
employer for such insurance constitute 
advance funding and are not current- 
ly deductible. See Rev. Rul. 55-748, 
C.B. 1955-2, 234.” 

As soon as we can obtain a suffi- 
cient number of copies of the ruling, 
we will distribute them to you. This 


LIFE INSURANCE EDITION 


source material will be invaluable to 
you in avoiding pitfalls and develop- 
ing sophisticated methods of qualify- 
ing employe benefit plans. 


Schedule CLU Seminars 


For Milwaukee, Seattle 


American Society of CLU has sched- 
uled two CLU seminars in October— 
one in Milwaukee and the other in Se- 
attle. The seminars will be sponsored 
by the CLU department on continuing 
education and the society’s chapters 
in the two cities. 

The Milwaukee seminar, Oct. 11, at 
Marquette University, will include 
William R. Huey Jr., assistant advanced 
underwriting consultant of Provident 
Mutual Life, who will speak on chari- 
table giving in estate planning, and 
E. A. Starr, assistant agency vice- 
spresident and director of the ad- 
vanced sales division of Connecticut 
Mutual Life, who will discuss profit 
sharing plans. 


To Discuss Stock Redemption 


On Oct. 17, the Seattle group will 
present as its guest speaker lecturer 
John R. Suckling, partner in the law 
firm, of Pratte & Suckling and general 
counsel of the Woods agency of Massa- 
chusetts Mutual at Los Angeles. Mr. 
Suckling’s topic will be stock redemp- 
tion, for the morning session, and de- 
ferred compensation, non-qualified 
plans, during the afternoon. 

Program arrangements are under- 
the direction of Paul S. Mills, managing 
director of the society, and Joseph M. 
Belth, assistant director of the depart- 
ment of continuing education, with the 
cooperation of George A. Knutsen, 
Mutual of New York, chairman of the 
Milwaukee seminar committee, and 
G. W. Vradenburg, Equitable Society, 
president of the Seattle chapter. 

A third seminar is planned for Mi- 
ami, Jan. 26., at the University of 
Miami. 


Mutual Of Omaha Agents Elect 

R. B. Johnson, general agent of Mu- 
tual of Omaha and United Benefit Life 
was elected president of the compan- 
ies’ Western General Agents’ Assn. at 
the annual meeting. He succeeds D. L. 
Acrea, Reno general agent. 


National Travelers Life has been li- 
censed in Georgia, Ohio, Tennessee 
and Virginia, bringing the total to 29 
states in which the company operates. 








A twin-coil art- 
ifical kidney was 
the first of sever- 
al equipment gifts 
Presented to Fort 
Wayne, Ind., hos- 
Pitals by employes 
of Lincoln Nation- 
al Life, which has 
its home office in 
that city. 

Shown at the 
Presentation are, 
from left, William 
H. Andresen, 
chairman of Lin- 
coln National’s 
employes’ commit- 
tee; Joseph H. 
Rowden, company 
Personnel direc- 
tor, and Mrs. Mary 
Schaub, the com- 
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Program Ready For 
Underwriting Forum 


Subjects of discussion for the annual 
Leaders Forum for Advanced Under- 
writing, sponsored Jan. 7-12 at the 
University of Puerto Rico, Rio Piedras, 
have been announced by that school 
and the co-sponsor, University of Ill- 
inois. 

Sunday will be devoted to registra- 
tion and an open banquet. On Monday 
there will be a forum discussion in the 
morning on attracting and retaining 
key men through non-qualified life 
and health insurance plans. In the 
evening there will be an analysis of 
protecting business assets and income 
through life and health insurance. 

Tuesday morning a forum discus- 
sion will consider the process of at- 
tracting and _ retaining key men 
through qualified pension and profit- 
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sharing plans. In the evening a panel 
will discuss use of the corporate dollar 
for life and health insurance. 

Wednesday will be an open day with 
a trip to Dorado Beach and a Puerto 
Rican dinner in the evening. Thurs- 
day’s forum will be on life and health 
insurance in real estate planning, with 
an evening session on use of the per- 
sonal dollar for life and health insur- 
ance. 

The concluding day will feature a 
morning panel on business health in- 
surance and time management, and 
one in the afternoon on new frontiers 
in life sales, service and products. 

Nelson & Warren consulting act- 
uaries and pension consultants of St. 
Louis and Kansas City, has appointed 
Roy W. Aikman manager at Kansas 
City. Leroy McWhinney has been made 
pension consultant at Kansas City. 











-WELLEARNED RECOGNITION 


To increasing numbers of people — and most particularly to pro- 
fessionals in life insurance — CLU represents a true symbol of 
dedication and achievement. We salute all Chartered Life Under- 
writers and are particularly proud that so many members of the 
Fidelity Field have earned this outstanding recognition. 





the FIDELITY MUTUAL LIF 
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| NOW OPERATING IN 13 STATES | 





GROWING... 
by LEAPS and BOUNDS 


All Forms of Life and A & H Coverages for Individuals and Groups 


KENTUCKY CENTRAL 


Life and Accident Insurance Company 





Garvice D. Kincaid, President 


Anchorage, Louisville, Kentucky 
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Survey Studies Inflation And Insurance 


(CONTINUED FROM PAGE 1) 
invested in securities rather than buy- 
ing life insurance in order to hedge 
against inflation. Those who did are 
almost all in the upper income brack- 
ets. 

When asked about the advisability 
of owning life insurance before invest- 
ing in stock, 70% agreed that people 
should have adequate insurance cov- 
erage first. However, only 54% believe 
that other people follow this advice. 

People who have invested in stocks 
or mutual fund shares are more likely 
than non-investors to be owners of 
such fixed-dollar assets as savings ac- 
counts, government savings bonds, and 
life insurance. This result holds true 
regardless of income. Among the small 
proportion of investors who owned no 
individual life insurance, only 13% 
said they had rejected it because of 
preference for other investments. 

The fact that people own stock or 
mutual fund shares does not mean 
they will not own life insurance or 
that they will let their life insurance 
lapse. In fact, the non-saver, more of- 


ten than the saver, has dropped all his 
regular life insurance. This does not 
mean that the non-savers have devel- 
oped a preference for variable-dollar 
investments. The more obvious inter- 
pretation is that the factors that pro- 
duce a non-saver also produce an in- 
dividual who drops all his coverage. 

The major reasons for the increase in 
mutual fund share and stock owner- 
ship seem to be the over-all increase in 
wealth and the aggressive selling of 
the investment institutions, rather 
than a change in the public’s attitude 
toward life insurance. From 1947 to 
1959 the increase in real income of 
American families has been approxi- 
mately 40%. The conclusion seems to 
be that there would probably have 
been a growth in equity ownership 
even without the urging to “buy term 
and invest the difference.” The feeling 
that some of the risk of investing in 
stocks has been removed is another 
possible reason for the big growth of 
these investment media. 

It would appear, LIAMA researchers 
conclude, that the investor is not a 





A MAN WHOSE GOAL 
S GROWTH 


We want to meet an am- 
bitious, successful life un- 
derwriter with keen, good 
judgment. We know that 
he'll — the SUN LIFE 
any roducing General Agent 
lan. We're sure he'll make the 
best use of our sales assistance, 
training aids and home office 
cooperation. 


If your “goal is growth,” we invite your 
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© Top vested commissions with life-time 
service fees. 
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person who has raided his life insur- 
ance and his fixed-dollar forms of 
savings to buy equities. 


Tend To Divide Themselves 


The results of this survey suggest 
that people tend to divide themselves 
more according to their ability to ac- 
cumulate assets than by their pre- 
ferred type of investment. This would 
indicate that it is more important to 
be sure a man understands his total 
need for life insurance, than to try to 
convert him from being a believer in 
stock to being a believer in life insur- 
ance. If he believes in investments he 
probably believes in life insurance. 
Once again, this finding points up the 
need to provide all agents with a 
strong foundation in the basic philos- 
ophy of life insurance so they will not 
fail to recognize the unique service 
they have to offer. 


June Benefits Up 11% To 
$739.2 Million: Half-Year 
Total Is $4,353,600,000 


Life insurance’ benefits totaled 
$739.2 million in June, up 11% from a 
year ago, according to Institute of Life 
Insurance. Both death and living ben- 
efits for the month increased, each 
about the same percentage. For the 
first half of the year total payments 
were $4,353,600,000, up $294 million. 
The institute’s breakdown of benefit 
figures for the month and for the half 
year follows: 





JUNE 

1961 1960 

(000 Omitted) 
Death Benefits. ................ $ 307,500 280,000 
Matured Endowments .. 59,200 57,300 
Disability Payments ...... 11,700 9,900 
Annuity Payments ......... 63,800 60,800 
Surrender Values . 134,700 
Policy Dividends i 130,200 
Total $ 672,900 

First 6 Months 

1961 1960, 

(000 Omitted)” 
Death Benefits .............. $1,818,500 $1,704,400 
Matured Endowments .. 359,700 700 
Disability Payments ...... 67,200 61,900 
Annuity Payments ......... 396,400 372,400 
Surrender Values ............ 909,000 817,900 
749,300 
$4,059,600 


12 months’ record of 
2 W. B. Bendell* 
Minneapolis, Minnesota 


e First Year Paid 
Premiums $69,308.58 


e 9 full time 
representatives 


e Earnings in 

five figures 

*Joined All American 
April 15, 1957 





THE PRODUCER SHOULD BE 
AWARDED A GREATER 
PERCENTAGE OF COMMISSIONS 
FOR LARGER PRODUCTION! 


W. Blair Bendell, Agency Builder, 
All American Life & Casualty Company, 
believes in this philosophy 


All American offers you an 
unbeatable opportunity to build 
a business of your own. 


Find out today why over 750 
men have joined the dynamic 

All American team that is setting 
such talked about sales records. 
Write E. E. Ballard, President. 


ALL AMERICAN 
Mie &. 


505 PARK PLACE e ALL AMERICAN BLDG. 
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Another Attempt To 
Change President Of 


Lutheran Brotherhood 


MINNEAPOLIS—For the _ second 
time in two years an attempt is being 
made to unseat Carl F. Granrud as 
president of Lutheran Brotherhood. 4 
similar attempt failed in 1959. 

A special committee of more than 
100 delegates has been organized to 
seek a special convention of the frater- 
nal. A majority of the more than 1,300 
delegates will be needed to call a spe- 
cial convention, one of the committee 
members said. General agents of Lu- 
theran Brotherhood have voted to 
back Mr. Granrud but Gordon 4, 
Bubolz, president Home Mutual Ins, 
of Appleton, Wis., one of the dissident 
directors, claims the agents were 
forced to do this or lose their jobs, 
Mr. Bubolz also charges that commis- 
sions of several thousand dollars have 
been paid to a Philadelphia invest- 
ment firm of which a Lutheran Broth- 
erhood director, Bertram M. Wilde, is 
a member. He said that came to light 
the past summer after National Assn, 
of Insurance Commissioners issued a 
statement dealing with possible con- 
flict of interest situations. 

Another complaint made by Mr. 
Bubolz is that an age limit of 65 years 
for society officers, established at the 
1959 convention, is not being carried 
out. He said that the board of direc- 
tors, on Mr. Granrud’s recommenda- 
tion, set aside the age rule. Mr. Bubolz 
said that four of the directors voting 
for the change in the rule were near- 
ing the 65-year limit. 


Blue Cross Seeks Tax Refund 
Associated Hospital Service of Mil- 
waukee has filed a claim with the city 


» for. $53,654. for. taxes...paid...under, .pro-... 


test in 1960. The Blue Cross says it be- 
lieves the taxes were wrongfully lev- 
vied against it in that it is exempt 
from paying them as a “charitable 
and benevolent corporation.” 
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LOMA Institute Fellow 
Designation Won By 83 


Eighty-three men and women from 
62 United States and Canadian life 
companies have become fellows of Life 
Office Management Assn. Institute. In 
the 24 years since the first fellow qual- 
ified for the designation, 1,121 life in- 
surance people have fulfilled the pre- 
scribed requirements for the academic 
honor. 

This year some 13,000 men and 
women in more than 500 companies in 
the U.S. and Canada took more than 
22,000 institute examinations. 


West Coast Life Leaders 


Club Holds Sales Meeting 


The 1961 Leaders Club of West 
Coast Life met recently in a sales 
training conference at Victoria, Can- 
ada. The meeting was supervised by 
Harry J. Stewart, president, and Frank 
A. Nicholson, director of agencies. 

Officers of the club were Robert 
Woo, Chinatown, president, and Harold 
D. McKelvey, Spokane; S. Thomas Liu, 
Oakland, Cal., and Arnold W. Marque 
and Haruo Ishimaru, San Francisco, 
vice-presidents. 

Twelve new group representatives 
of Pacific Mutual Life from across the 
country will gather at the home office 
in September for a month-long semin- 
ar, part of a year’s training program. 
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COATES, HERFURTH & 
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Consulting Actuaries 
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E. P. HIGGINS & CO. 
Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 
Bourse Building Philadelphia 6, Pa. 








Haight, Davis & Haight, Inc. 
Consulting Actueries 





2801 North Meridian St. 
Indianapolis 8, Ind. 


5002 Dedge St. 
Omaha 32, Neb. 








NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 
ST. LOUIS KANSAS CITY 
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| Consulting Actuaries 








2859 N. MERIDIAN ST.. « INDIANAPOLIS 7, IND. 
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Dinners, Receptions 
Highlight NALU Meet 


(CONTINUED FROM PAGE 2) 
Life, Denver Athletic Club, Navajo 
Room; Franklin Life, Top of the Park, 
and Great-West Life, Denver Hilton 
Hotel, Savoy Room. 

Also, Guarantee Mutual, Cosmopoli- 
tan Hotel, Holiday Room; Guardian 
Life, Town Club; Home Life of New 
York, Petroleum Club, Hunt Room; 
Gulf Life (location not yet deter- 
mined); Indianapolis Life, Brown Pal- 
ace Hotel Room #238; Jefferson Stan- 
dard Life, Brown Palace Hotel, Strat- 
ton-Tabor Rooms; John Hancock, 
Brown Palace, Onyx Room; Kansas 
City Life, 26 Club; Liberty Mutual 
Life, Denver Hilton Hotel, Century 
Room; Lincoln National Life, Denver 
Hilton Hotel, Denver Room, and Man- 
hattan Life, Quorum Restaurant of the 
Argonaut Hotel. 

Also, Massachusetts Mutual, Petrole- 
um Club, 14th floor; Metropolitan Life, 
Denver Hilton Hotel, Junion Ballroom; 
Minnesota Mutual, Albany Hotel, Mur- 
al Room; Mutual Benefit Life, Univer- 
sity Club, College Room; Mutual of 
New York, Denver Hilton Hotel, Bever- 
ly Room; National Life of Vermont, 
Denver Hilton Hotel, Spruce Room, and 
New England Life, Denver Hilton Ho- 
tel, Silver Room. 

Also, New York Life, Brown Palace, 
ballroom; Northwestern Mutual, 26 
Club; Northern National, Mayflower 
Motor Hotel, Lighthouse Room; Occi- 
dental of California, Denver Hilton Ho- 
tel, Gold Room; Ohio National Life, 
Denver Hilton Hotel; Pacific Mutual 
Life, Denver Athletic Club; Pan- 
American Life, Rolling Hills Country 
Club, (Tuesday); Penn Mutual Life, 
Denver Hilton Hotel, Assembly III, and 
Phoenix Mutual Life, Cosmopolitan 


|... Hotel, Brand. Iron Room. 


More Locations, Given 


Also Provident Mutual Life Petro- 
leum Club, 2th floor; Prudential, Den- 
ver Hilton Hotel, Empire Room; Secur- 
ity Mutual of Nebraska, Brown Palace 
Hotel, Room #321; Security Life & Ac- 
cident, Pinehurst Country Club; State 
Life of Indiana, Denver Hilton Hotel; 
State Mutual Life, Denver Athletic 
Club, Alpine #1, #2, #3; Sun Life of 
Canada, Denver Athletic Club (Tues- 
day); Travelers, Cosmopolitan Hotel, 
Empire Room; Union Central Life, Den- 
ver Hilton Hotel, Terrace Room, and 
Washington National, Brown Palace 
Hotel, Gold Room. 

The NALU president’s reception and 
ball will begin in the grand ballroom 
of the Denver Hilton Hotel at 10 p.m., 
Thursday. 


Use Of Life Insurance 
Stressed In UJA Drive 


The life insurance division of United 
Jewish Appeal in New York City is 
taking a leading part in the new leg- 
acy development program, which pro- 
motes contributions through life in- 
surance, annuities, or bequests. 

The programs will urge UJA con- 
tributors to consult their life agents, 
lawyers, accountants and bankers on 
the most suitable way they can con- 
tribute. 

Head of the life insurance division 
of UJA is Louis Loft, Home Life of 
New York. 


Harold G. Machler, clerk in the cen- 
tral service office at Chicago of New 
York Life, is retiring Sept. 30 after 45 
years with the company. A dinner will 
be held for him at the Art Institute of 
Chicago Sept. 28 to be attended by his 
friends and business associates. 
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HIGHER 
STANDARDS 
OF 
EXCELLENCE 


“Never has training been so important. Not 
academic knowledge alone, but skillful ap- 
plication in actual sales situations. Looking 
back a few years, most of us can attribute 
our sales increases to intensive schooling— 
from basic level all the way to C.L.U.” 


J. D. Anderson, President, 
in a speech at LIAMA Spring 
Conference, Chicago, 1961 
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HteNATIONAL UNDERWRITER 


Pru Conflict-Of-Interest Rules Valued As Ir 


(CONTINUED FROM PAGE 9) 
member of the bond department, mort- 
gage loan and real estate investment 
department, commercial and industri- 
al loan department, law department, 
comptroller’s department, treasurer’s 
department, and home office buildings 
and plant department (or a correspond- 
ing unit or division in a regional home 
office) shall be a director, officer, asso- 
ciate or partner of any other business 
enterprise operated for a profit, or 


occupy any responsibility for or in- 
fluence in the management thereof, 
without first having secured permis- 
sion to hold such outside position from 
the board of directors.” 

Any officer or employe who is con- 
sidering acceptance of such a position 
should, before committing himself in 
any way, report the circumstances to 
his superior, who will make the neces- 
sary arrangements for submitting the 
matter to the executive committee. 





payment in advance. 
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WANT ADS 


2 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing ‘Situation Wanted” ads are requested to make 4 
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salary policies. 


LIFE INSURANCE 
INVESTMENT OFFICER 


Exceptional opening for top management-level man, age 
33-45. Must have substantial experience in Life company or 
Trust portfolio management, ak 

and direct placement work. Excellent opportunity with repu- 
table 53 year-old midwestern life insurance company. Enjoy 
good living area, modern offices, liberal pension, welfare, and 


Send full details and resume for confidential reply to W. Mead 
Stillman, President, Wisconsin National Life Insurance Com- 
pany, P. O. Box 140, Oshkosh, Wisconsin. 


ating to mortgages, bonds, 








management and agency buildin 


Chicago 4, Illinois. 


SUPERINTENDENT OF AGENCIES 


Nationally known company writing noncancellable A&S, Life and Group has an opening in the , 
Southwestern Region created by promotion. The region is composed of sixteen established agencies 
in ten Southwestern and Rocky Mountain stdtes. We seek a man whose qualifications include suc- 
cessful performance in personal sales of A&S and Life insurance and a good record in field 
2. If you have these qualifications and are interested in considering 
Home Office work, write in confidence to A-84, National Underwriter Co., 175 W. Jackson Blvd., 








LOS ANGELES OPPORTUNITY 
FOR YOUNG 
GROUP SALES REPRESENTATIVE 


Expanding Group Office with local claim 
service has attractive opportunity for young 
college graduate with minimum of two 
years experience. High sales in this dy- 
namic area force us to increase our Group 
personnel. 


Starting salary based on experience up to 
$9000 plus bonus and annual review. Ap- 
plicants from other locations considered 
and moving expenses paid. 


We are a Mass. domiciled Life Company 
operating in all states. Selected candidates 
will be invited to our Home Office for final 
interviews. Reply in confidence to A-85, 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








LIFE UNDERWRITER 


Life insurance company, recently organized 
subsidiary of large eastern casualty-fire- 
surety writer (not located in New York) is 
seeking a Home Office Life Underwriter 
with three to five years underwriting experi- 
ence. This is an excellent opportunity for 
a qualified young man. The position is 
newly created because of increasing vol- 
ume of business. 

Answers confidential. Write, including de- 
tails of education and experience to A-90, 
National Underwriter Co., 175 W. Jackson 
{ 3ivd., Chicago 4, Illinois. 








TOP TALENT AVAILABLE 


Position wanted as Company President with 
control to build, create, recruit, set-up. Can 
do it all from Zero. Highly successful today! 
Must have contractual tenure and equity. 
Best reason for leaving present top spot. 
Write A-79, National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Illinois. 














GROUP PENSION FIELDMAN 


Excellent opportunity for an aggressive and imag- 
inative man between 25-35 in the exciting and 
rapidly expanding fields of Group Pension and 
Profit Sharing. Your only limits with this leading 
major insurance company are your own imag- 
ination and desire to learn and get ahead. 
College degree is not necessary for the right 
man; some group and/or sales experience de- 
sirable. Include education, experience and sal- 
ary requirements in resume to A-86, National 
preser Co., 175 W. Jackson Bivd., Chicago 
4, Illinois. 

















ACTUARIAL ASSISTANT—CONSULTING 
Expanding midwestern firm of Consulting Ac- 
tuaries offers excellent opportunity for man age 
24-32 with home office experience and some 
Society exams passed. Work includes responsi- 
bility for actuarial phases of individual life 
and A & H for life compani Ou ploye 
know of this ad. Write A-91, National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











ail Blazer 


You will note that this resolution deals 
only with outside positions with busi- 
ness enterprises and does not affect 
the company’s long-standing practice 
of permitting employes to serve on 
boards «f civic and charitable organi- 
zations. 


Distributed Questionnaire 


To help the board of directors in its 
consideration of the whole problem, 
a questionnaire was distributed to and 
answered by all those in positions 
where they could possibly influence 
company policy. A copy of the ques- 
tionnaire is attached so that those of 
you who did not receive it can see 
what was covered. In the future some- 
what similar questionnaires will be 
distributed once a year. 

After studying the matter further, 
the board, on Aug. 8, 1961, adopted 
five general rules to make clear the 
company’s position in certain situat- 
tions. 

The first rule concerns the receipt 

of gratuities by Prudential personnel 
and has been adopted because the 
board feels that the staff is entitled to 
a single clear-cut statement in this 
matter. 
“Rule 1 reads: It is hereby declared 
to be the policy of the company that 
none of its officers or employes should 
accept gifts, gratuities or favors of 
any kind from any person, firm or cor- 
poration doing business or seeking to 
do business with the Prudential under 
circumstances from which it could be 
reasonably inferred that the purpose 
of the gift, gratuity or favor could be 
to influence the Prudential officer or 
employe in the conduct of Prudential 
transactions with the donor. This policy 
does not contemplate the prohibition 
of either the giving or the receipt of 
normal hospitality of a social nature 
nor of the normal practice of gift ex- 
change on a reciprocal basis between 
persons having close personal relation- 
ships unrelated to the business. 


Stock In Public Corporations 


The second rule is intended to guide 
Prudential personnel in making invest- 
ments in public corporations—a priv- 
ilege which of course must be accorded 
everyone. In our case, the situation is 
complicated by'‘the fact that the Pru- 
dential is itself’ a major’ investor in 
corporations, and lends money directly 
to many hundreds of them. This leaves 
the door open for possible conflict of 
interest by those who, because of their 
association with Prudential, may learn 
of certain corporate situations which 
might provide a special personal ad- 
vantage, or by those who may be in a 
position to influence Prudential action 
with respect to a company in which 
they have an investment. i 

Yet it obviously would be unfair to 
prevent all Prudential employes from 
investing in corporations whose stock 
is available on the open market, simply 
because of Prudential’s association 
with a company in which they may be 
interested. This is particularly true in 
the case of those employes who have 





Colonial To Be Host To Rose Show 

The North Jersey Rose Society will 
be host to the Penn-Jersey district of 
the American Rose Society for its an- 
nual rose show and convention at the 
home office of Colonial Life, Sept. 16. 
Over 2,000 people attended last year’s 
exhibit at Colonial’s home office. Rich- 
ard D. Nelson, executive vice-presi- 
dent, will represent the company in 
handling arrangements with show and 
convention committees. 
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no connection with investments, so 
this rule applies primarily to those who 
are associated with the investment 
part of our business. 


Lists Those Affected 


Rule 2 reads: After the effective date 
hereof, the following rules shall apply 
to the president, the executive vice- 
presidents, any member of the law de- 
partment handling work for either the 
bond department or the commercial 
and industrial loan department, the 
secretary, the treasurer or any asso- 
ciate or assistant treasurer, any offi- 
cer or employe of the comptroller’s de- 
partment whose duties require him to 
see copies of the minutes of the finance 
committee, any officer or employe in 
either the bond department or the 
commercial and industrial loan depart- 
ment, and any officer or employe 
having similar duties or responsibili- 
ties in a regional home office: 

1. Neither they nor members of 
their families living in the same house- 
hold shall acquire directly or indirectly 
any stock or equity interest in any 
corporation which has or has made ap- 
plication for a direct placement loan, 
during the loan negotiations or for a 
period of six months following the 
closing of such loan or termination of 
such negotiations if the loan is not 
closed. 


Must Make Disclosure 


2. If any such officer or employe 
has, or if he knows that a member of 
his family living in the same house- 
hold has, acquired a stock or equity 
interest in any corporation which has 
or is negotiating for a direct placement 
loan from the Prudential or which is 
negotiating with the Prudential for 
any modification of the terms or con- 
ditions upon which a direct placement 
loan has theretofore been granted he 
shall be obligated, notwithstanding 
that such stock or equity interest may 
have been acquired in a manner not 
prohibited by paragraph 1 above, to 
make immediate and full disclosure of 
the circumstances of such stock or 
equity investment to the president and 
to the finance committee. 

3. All such offieers and employes 
shall treat information which they re- 
ceive about the financial condition and 
business activities of any direct place- 
ment loan borrower or applicant as 
confidential. Such information shall 
not be disclosed to or discussed with 
other officers or employes of the com- 
pany, except ‘those whose duties in- 
clude participation in the consideration 
or supervision of the loan. 


May Require Divesting 


If the finance committee, after tak- 
ing into consideration the size of any 
such stock or equity investment dis- 
closed to it and the position of the of- 
ficer or employe owning it, shall de- 
termine that it would be in the best 
interest of the company, for the pur- 
pose of avoiding a possible conflict of 
interest or criticism of the company 
or poor business ethics, to do so, it is 
hereby authorized and empowered 
(a) to require any such officer, em- 
ploye or member of his family living 
in the same household to divest him- 
self of such stock or equity holding; 
and/or (b) to exclude such officer or 
employe from further participation in 
any negotiations (or any other matters 
which it may specify) with the direct 
placement borrower. 

The third rule was adopted in order 
to include a specific statement on the 
matter of making mortgage loans to 
officers and employes even though the 
Prudential has always had formal 
rules concerning the making of mort- 
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gage loans to officers. ° 
Rule 3 reads: After the effective date 
hereof: 


1. No mortgage loan shall be made 
to any officer of the company. 

2. No mortgage loan shall be made 
to any employe of the company not 
an officer having a salary maximum 
of $25,000 or more, to a resident attor- 
ney in the law department, or to an 
employe in the mortgage loan and real 
estate investment department or a cor- 
responding unit or division in a region- 
al home office who has a salary maxi- 
mum of $16,000 or more; provided, 
however, that in the event of a trans- 
fer of such an employe into a different 
area, if the vice-president in charge of 
the mortgage loan and real estate in- 
vestment department shall be satis- 
fied that such employe cannot obtain 
mortgage financing upon his new home 
upon reasonable terms from another 
lender, he may approve a loan to such 
transferred employe at such rate and 
upon such terms as are generally 
available to other Prudential borrow- 
ers in the area. 

3. In the event that any officer or 
employe to whom the foregoing rules 
are applicable shall acquire property 
subject to an existing Prudential mort- 
gage, or in the event that he has a 
Prudential mortgage, at the time of 
his election or promotion to such posi- 
tion, no modification of any of the 
terms of such loan or mortgage shall 
be made without the approval of the 
vice-president in charge of the mort- 
gage loan and real estate investment 
department, who shall approve only if 
he is satisfied that the loan or mortgage 
as modified will be on terms and at a 
rate generally available to other Pru- 
dential borrowers in the area. 

The fourth rule was adopted to cover 
what has long been considered an ob- 
vious conflict of interest in most or- 
ganizations—i. e., for employes, espe- 
cially those in the higher levels of 
management, to invest in competing 
organizations. 

Rule 4 reads: After the effective date 
hereof, no officer or employe of the 
company at or above 2nd vice-president 
level shall directly or indirectly ac- 
quire as an investment any stock in 
an insurance company writing life, 
accident or health insurance. 

The fifth rule was adopted to pre- 
vent possible conflicts of interest with 
banks holding Prudential deposits. 
Since company funds are deposited in 
a very large number of banks, the 
appearance of such a conflict is always 
possible. Rule 5, therefore, was adopt- 
éd and made applicable to all officers 
and employes who could conceivably 
have any part or influence in deter- 
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mining action with respect to our bank treasurer or any associate or assistant 


deposits. 

Rule 5 reads: After the effective date 
hereof, if the president, any executive 
vice-president, any Ist or 2nd vice- 
president in a regional home office, the 





Cosmopoli‘an Life Is 
Formed: Goodwin Knight 


Is President, Chairman 

Cosmopolitan Life of Beverly Hills, 
Cal., has been formed by Cosmopolitan 
Ins. of Chicago. 

Designed to pro- 
vide multiple line 
facilities for Cos- 
mopolitan fire and 
casualty agents, 
the new life com- 
pany has a paid 
in capital and sur- 
plus of $1,200,000 
and will write 
n o n-participating 
policies. 

Robert I. Jacob- 
son, president 
Cosmopolitan, secretary Employers In- 
surance Agency, and president Cosmo- 
politan group, will be treasurer of Cos- 
mopolitan Life. 

Other officers include former Cali- 
fornia Gov. Goodwin J. Knight, presi- 
dent and chairman; Irwin J. Sylvern, 
chairman and secretary Cosmopolitan, 
president Employers Insurance Agency, 
and chairman Cosmopolitan group, who 
will be executive vice-president; and 
Robert P. Branch, president Consoli- 
dated American Life of Dllinois, vice- 
president. 

Messrs. Jacobson, Sylvern, and 
Branch will serve as directors as well 
as Drew McConnell, California attor- 
ney and son of the insurance commis- 
sioner there; Jerome H. Stern, execu- 
tive vice-president Cosmopolitan, and 
executive vice-president Cosmopolitan 
group; A. E. Brandin, vice-president 
for business affairs Stanford Univer- 
sity, and a director of Wattis & Co.; 
Marsden S. Blois, president Miller & 
Lux, San Francisco, and former execu- 
tive vice-president Bank of America; 
Thomas Fizdale, owner of Tom Fizdale 
Inc. 

Also, J. Ronald Getty, director and 
marketing manager Tidewater Oil Co., 
and director of numerous other com- 
panies; Alfred Gitelson, Los Angeles 
superior court judge; Charles E. Mar- 
tin, president California Frozen Juice 
Co. and chairman Farmers Frozen 
Foods, and John R. McKee, chairman 
California Casualty Indemnity Ex- 
president of Index Underwriters and a 
director of Western Insurance Infor- 
mation Service. 





R. I. Jacobson 





treasurer, shall make, endorse or guar- 
antee any loan from a bank which is, 
or is being considered for approval as, 
a depository for the funds of the com- 
pany, he shall immediately report the 
loan to the executive committee. 

Although no rule on this subject has 
been adopted with respect to other 
members of the staff, the board has 
ordered that on future annual ques- 
tionnaires there be disclosed any un- 
secured indebtedness of an officer or 
employe in excess of three months’ 
salary. 

These rules are designed to cover 
most situations, but special or un- 
usual types of possible conflicts may 
arise. In such cases, you are expected 
to observe the spirit of our rules, and 
avoid any situation in which ‘your 
freedom from outside influence could 
be doubted. In any case, either within 
or without the rules, when you are un- 
certain as to what is proper, you 
should consult your superior. 

I feel sure that we can count on 
your continued cooperation in carry- 
ing out the spirit of the company’s 
policy and these rules of conduct to 
the end that even an appearance of 
conflict of interest will be prevented. 
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American National Has 
Three New Divisions 


American National has extended its 
sales operations by creating three new 
divisions and appointing three new di- 
vision directors. These additions raise 
the total of such divisions to 10 in the 
combination sales force representing 
the company. 

C. M. Johnson, manager at Roswell, 
N. M., has been named director of the 
Rocky Mountain division with head- 
quarters at Denver. W. A. Crancer, 
manager at Whittier, Cal., has been ap- 
pointed director of the northwestern 
division with headquarters at Oakland. 
F. L. McDonald, manager at Albuquer- 
que, will direct the midwest division 
with headquarters at Tulsa. 


West Wrongly Identified 

The report of the SEC registration of 
400,000 shares of Kentucky Central 
Life & Accident contained in the Aug. 
26 issue on page 25 identified Robert 
H. West as chairman of Lexington 
Finance Co. Lexington Finance is sell- 
ing 200,000 of the 400,000 shares. Mr. 
West is not chairman of Lexington Fi- 
nance, he is chairman of Kentucky 
Central L.&A. 
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RGC’s President, 
John H. Weber, 
has been a member 
of the NATIONAL 
ASSN. of LIFE 
UNDERWRITERS 
over 15 years. 


Name 


“‘LARGEST SPECIALIZED FINANCING SERVICE FOR LIFE UNDERWRITERS” 


RENEWAL GUARANTY CORPORATION N 
2323 First National Bank Bldg., Denver 2, Colo. 


Gentlemen: Please send me complete, confidential 
details on your exclusive service. | understand | am 
NOT obligated in any way. 


(J AGENT 


N OW RENEWAL GUARANTY CORPORATION 


ANNOUNCES 4 NEW EXCLUSIVE BENEFITS ON 
RENEWAL COMMISSION 





1. Long term repayment plan 
Interest on unpaid balance only 
No service fee or commission charge 


Loans are non-demand and 
non-callable 


A General Agent or agent can easily convert his Vested renewal commissions to cash 
now. Loans from $2,000 to $100,000. We are presently doing business with over 80 
U. S. Life Insurance Companies in 45 states and two foreign countries. During the 
past 9 years, this corporation has loaned over ten million dollars to the Life 
Insurance Fraternity. We assist life underwriters to become even more successful. 


For complete, confidential information on 
this exclusive service, please call or write 


Renewal Guaranty Corporation 


2323 First National Bank Building © Phone TAbor 5-2254 


Denver 2, Colorado 


a 














() GENERAL AGENT 

















Address 

















City 
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Mass. Mutual Restates Replacement Rule 


(CONTINUED FROM PAGE 2) 
tion the practice of seeking replace- 
ments or ‘stripping’ cash values of 
existing policies, which in most cases 
lead to ultimate surrender or lapse, as 
methods of promoting the sale of new 
insurance.” 


Rules Are Given 


Massachusetts Mutual will apply 
the following rules in cases involving 
replacement of insurance: 

In all cases involving replacement 
of permanent insurance in other com- 
panies, immediately upon receipt of 
the application Massachusetts Mutual 
will notify the company concerned of 
the possibility of replacement of in- 
surance in force in that company. 

When the replacement of permanent 
insurance in the Massachusetts Mutual 
is involved, cases will be carefully 
screened and questionable or border- 
line cases will be referred to the 
company’s calculation department for 
analysis. If it appears that the re- 
placement is not to the insured’s ad- 
vantage or that a change in existing 
policies is preferable to new insurance, 


a new contract will not be issued un- 
til the company has received from the 
policyholder a statement certifying 
that he reviewed the company’s anal- 
ysis and is aware of disadvantages. 

In all cases involving replacement 
of permanent insurance in the Mass- 
achusetts Mutual or in any other 
company, the policyholder must be 
advised in writing of the disadvantages 
previously outlined. There should be a 
full comparison of the policy provi- 
sions and benefits of both the old and 
new contracts as to suicide and in- 
contestability clauses; additional fea- 
tures, such as disability and accidental 
death benefit; war, aviation or other 
exclusion riders, change privilege; set- 
tlement options and beneficiary ar- 
rangements available. The  policy- 
holder must be informed whenever it 
would be to his disadvantage to fore- 
go a privilege or benefit in the old 
policy or to assume a restriction in 
the new. 

A complete cost comparison must 
be furnished, including a comparison 
of gross premium less dividends, in- 
crease in cash values, and guaranteed 





over 70 years. 


May we be of service? 


She 





SURPLUS BUSINESS? 
HOW ABOUT CANADA LIFE? 


The Canada Life is the first Canadian life com- 
pany and among the seven oldest on the continent. 


We have policyholders all over North America, 
we are licensed in the State of New York and we 
have been doing business in the United States for 


We have a wide variety of plans to suit your 
clients’ needs—you will find the rates competitive 
and attractive. Above all we have experienced men 
at both Home Office and our many field offices to 
help you place your business. 


AS CLOSE TO YOU AS YOUR TELEPHONE 


a iy 
JANADA LIFE 
——<plssurance Company 


Office: TORONTO, CANADA 














premiums when they are involved. 
Comparative figures should cover a 
period long enough so that a fair com- 
parison can be made. Under New York 
law such a comparison must be made 
for the possible duration of each policy 
to be determined by the life expect- 
ancy of the insured. 

The company must be notified when- 
ever the application for new insurance 
is based on the replacement of existing 
insurance, regardless of plan, or when 
the agent has any knowledge that a 
policy has recently been or may be 
surrendered, lapsed, placed or under 
extended term or made paid-up for a 
reduced amount. 


Expected To Observe Intent 


“We expect our agents to observe 
the spirit as well as the letter of this 
requirement,” the letter said, “and to 
notify the company of any knowl- 
edge that existing insurance may be 
affected within ome year, even 
though a definite decision as to the 
disposition of the old insurance has not 
yet been made.” 

The application must be accom- 
panied by a supplemental letter signed 
by the agent clearly explaining the 
reason for the replacement. This letter 
should also state that the policyholder 
has received a signed copy of the pro- 
posal, outlining the disadvantages as 
well as the advantages of the replace- 
ment, with full and accurate compari- 
sons. The letter should further state 
that signed duplicate copies of the 
proposal and comparisons have been 
furnished to the general agent. This 
material is to be reviewed by the gen- 
eral agent and held in his files, to be 
available. to the home office on re- 
quest for a period of three years. 


Retirement Programs For 
Associations Discussed In 


Chamber Of Commerce Book 


A 30-page booklet outlining retire- 
ment plans for associations has been 
published by U.S. Chamber of Com- 
merce. The booklet, “Association Re- 
tirement Plans,” discusses the warious 
provisions of different pension plans 
and ways of financing them. 

One section is devoted to deferred 
compensation plans and another tells 
how an association can set up a plan 
to cover its staff, members and their 
employes. The booklet was written for 
the chamber by Paul C. Cowan, a Cin- 
cinnati consulting actuary, after a re- 
cent chamber survey of 1,200 associa- 
tions revealed that less than half of 
them had retirement plans. 

The booklet is available from the 
chamber at Washington 6, D.C., at a 
cost of 50 cents a copy. 
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Massachusetts Indemnity Life has 
created a new award to replace its 
Roger Billings award which was re- 
tired by the company’s Los Angeles 
agency in 1960. The new trophy shown 
in the photograph will be awarded 
annually by the home office to a suc- 
cessful agency which best displays the 
characteristics of good management, 
Each year the winning agency’s name 
will be engraved on the award. The 
trophy will be awarded permanently 
to the agency winning it three times. 


Mutual Of N.Y. Conducting 
Advanced Sales Workshops 
For Agents In 10 Cities 


Mutual of New York will be con- 
ducting a series of two-day workshops 
for its producers in 10 cities through- 
out September. 

Various business and _ insurance 
problems will be studied, and particu- 
lar emphasis will be laid on estate 
planning for the moderately wealthy 
business executive with high income 
and small savings or invested capital. 

The workshops will be conducted by 
Mutual’s advanced selling staff. The 
first one begins in Raleigh, N. C., and 
the last will be in Haddonfield, N. J, 
on Sept. 29. 

Other workshops will be held in 
Jacksonville, Dallas, Chicago, Detroit, 
Boise, San Francisco, Los Angeles 
and Boston. Some 500 agents are ex- 
pected to attend the sessions. 











p.s.: means 


planned security! 


career pattern, but you might. Drop us a 
line and find out, won’t you? 


This slogan describes to the 
public the important service 
of this important life insur- 
ance company. 

It also describes the atti- 
tude of the company toward 
the career aspirations of its 
agents—a planned approach 
combining security with op- 
portunity. 

° Every man doesn’t fit this 





INSURANCE COMPANY 
Stanford Y. Smith, CLU, Agenc¥ Vice Pres. 
HOME OFFICE # ATLANTA, GEORGIA 
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(CONTINUED FROM PAGE 2) 

to a part in this development.” 

Mr. Hamor said that in the past life 

ple in the main have faced their 
challenges successfully, but today 
there is a new enemy—“a fifth col- 
umn boring from within, a small num- 
per of life insurance agents which evi- 
dence indicates are turning more and 
more to the practice of replacing. The 
twister has always been with us, but 
the amount of replacement occurring 
today gives evidence of an alarming 
preakdown in the code of ethics which 
has guided us for so many years. 
There seems to be a change of philo- 
sophy, a new attitude towards our du- 
ties and the trust placed in us. 

« .. There is evidence today to 
make one wonder if some field men 
spend some of their time not on dis- 
covering prospects with needs and 
working out the amount of insurance 
they should have, but prospecting for 
people with old policies, to find out if 
there is possibility of switching to 
save the prospect a few dollars a year 
—and, of course, to free his cash val- 
ues for some other purpose. We cannot 
afford to treat replacement so casual- 
ly, so indifferently as to permit it to 
assume—by default—an air of re- 
spectability. We must continue to 
shout that replacement is an evil, a 
blight on the industry.” 

If replacing should continue to the 
ultimate, Mr. Hamor pointed out, it 
would wind up with life insurance 
underwritten annually like automobile 
insurance. “Of course we all know we 
can’t go that far—or do we? Where 
along the march to the ultimate do we 
put on the brakes and bring this 
Frankenstein to a screeching halt?” 

The agent is first affected by re- 
placements when he loses his renewal 
income. Mr. Hamor said there are now 
cases where replacements are being 
replaced. “Carry this process far 
enough and there will be no reason for 
the present commission structure—a 


LIFE INSURANCE EDITION 


Call Life Insurance ‘Savings,’ Hamor Urges 


‘high first and subsequent renewal 
commission for service. Life insur- 
ance could be expected to go the way 
of property insurance, with lower and 
lower commission adjustments. It 
could also go the way of direct writ- 
ing, without renewals, and with the 
business becoming the property of the 
company.” 

He mentioned the effect this could 
have on the attitude of the agent as 
the ethical standards are lowered and 
he loses pride in offering professional 
service. 


Public Confidence Hurt 


But more serious than the effect on 
the agent is the effect that replace- 
ments have on the confidence of the 
public in the life insurance producer. 
After some early tribulations, the life 
insurance agents have overcome active 
public distrust and have won public 
confidence superior to that of almost 
any other product. Mr. Hamor said 
the business must guard against the 
erosion of such confidence and trust. 

He stated Continental Assurance will 
return the replacement question to the 
face of the application and will re- 
quire a statement on a special form if 
replacement is being made, and the 
company will withdraw its endorse- 
ment of certification of any individual 
who is an active professional replacer. 

He asked the agenis to support these 
efforts. As a brokerage company, Con- 
tinental needs special help in this area, 
he noted. 

He also urged the agents to “live 
and talk the old-time religion of life 
insurance, and keep renewing that re- 
ligion by practicing your faith.” 

Stop calling life insurance an invest- 
ment, he advised. Outside competition 
has changed the connotation of that 
word and the public appears to have 
accepted a meaning different from 
that understood within the business. 
Life insurance can and should be 
called savings, and there should be no 
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attack on the savings function pro- 
vided in permanent life insurance. 
“Whoever heard of a twister or an 
equity salesman successfully persuad- 
ing a man to destroy completely his 
savings bank account or his equity in 
his home?” Mr. Hamor asked. 

The agent can learn how to give his 
insured an understanding of the sav- 
ings in life insurance as a by-product 
of the mathematical device of level 
premiums. Life insurance, Mr. Hamor 
pointed out, did not adequately serve 
the public until the level premium de- 
vice was invented. The by-product of 
this leveling of premium, which was 
an invention to make certain a man 
could have insurance as long as he 
lived, is the reserve, and it is the re- 
serve which provides safety and flexi- 
bility through such features as auto- 
matic premium loan, paid-up insur- 
ance, extended insurance and other 
reserve values. 

Mr. Hamor said the agents also 
should learn more about the skills of 
conservation. 


Fidelity Union Life of Dallas is now 
paying 44% annually on prepaid pre- 
miums. 
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New Florida Handbook 


A new Underwriters Handbook of 
Florida has just been published by 
the National Underwriter Co. It 
provides complete and up-to-date 
information on the agencies, compa- 
nies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Florida 
handbook may be obtained from 
the National Underwriter Co. at 420 
East Fourth Street, Cincinnati 2, 
Ohio. Price $12.50 each. 


Indianapolis CLUs Elect 


Indianapolis chapter of CLU has 
elected James F. Norton, Research & 
Review Service, president for the 
1961-1962 year. Robert B. Thompson, 
American United Life, is vice-presi- 
dent; Hilbert Rust, Research & Review, 
secretary-treasurer, and Dan E. Flick- 
inger, general agent John Hancock, 
educational chairman. 











Craftsman Life has been licensed in 
Arizona. 
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“Another summer gone. The way time flies he’ll be grown and gone 
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Expansion program provides openings for qualified General Agents in selected areas. 
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And then you, Mrs. Jones, and your husband will be much nearer 
Retirement too—which you can best guarantee now with Anico’s 
competitive Life Income Endowment. Quantity discount. One of the 
highest income rates in America. A bigger guaranteed return over 


investment. NOTE TO SALESMEN: 
complete line of competitive plans. With competitive commissions 
and vesting too. 


N S U R AN C CE c O M P A N Y 


HOME OFFICE: 


This is another of Anico’s 





GALVESTON, TEXAS 





Openings everywhere in territory for Representatives, Brokers and Special Brokers. 
Inquiries will receive prompt, confidential replies. Address: Coordinator of Sales. 
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Looking for better solutions | 
to small-group pension problems? 


Better check Nationwide’s new RETIREMENT SECURITY PLAN (RSP)®, especially designed for 
corporations with 3-to-24 employees. No trust agreements—no individual policies—no product 
development. Nationwide prepares cost estimates and proposals based on brief, simple facts. 

RSP® will pay up to $96,000 cash or $670 monthly to key stockholder-employees. Rates and 
benefits guaranteed for life; death benefit before and after retirement with early disability, 
too. 20% graded commission. And Nationwide handles all details of installation and admin- 
istration, provides booklet-certificates to participants—to save you time and expense. There’s 
nothing else like it anywhere today! 7 

Ask your nearest Nationwide Group office for descriptive brochure or write Group Pension 
Sales, Department N, Nationwide Insurance, 246 North High Street, Columbus 16, Ohio. ' 


Find out, too, about Nationwide’s new approach to profit-sharing plans and their 
revised guaranteed interest and purchase rates for Deposit Administration. 
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Nationwide Mutual Insurance Company/Nationwide Life Insurance Company 
home office: Columbus, Ohio 
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